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_.. Can beat this sound logic 


ELIEVE us—there is no magic formula for farm 
prosperity—no magician’s wand that will solve the 


problem. 


There is, however, a path that leads straight to the goal 
—a path that's founded on the soundest kind of logic. 


Figure it out for yourself—figure it any way you like 
—and inevitably you will arrive at this conclusion: 
Future farm prosperity depends upon more productive 
acres—on increased soil fertility due 
to systematic crop and stock rotation 
—and on the marketing of corn and 
surplus grain crops “on the hoof” at 
better prices. 





of good fence is so very essential. For without 
good fence these basic factors cannot be brought about. 


Without well planned fields and pastures, without per- 
fect protection for crops and live stock, agriculture can- 
not advance—cannot keep pace with the necessity for 
more efficient operation and the need for greater 
yield at less cost per acre. ; 


And so—if you would see your business prosper— 
then follow the path that's based on 
logic. Talk the results that proper fenc- 
ing will achieve—get over the message 
of more productive acres. 


Begin at once to do your share— 


And—when you realize this—you will Because of their known quality. Amer- and you'll never need a ‘magic for- 


ican Steel 


ire Company Zinc 


i =. Insulated Fencing, Steel Fence Posts, via i 
also understand why preaching, con- /”: wong rng a Seg Be mula” to boost the sale of every item 
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AMERICAN STEEL & WIRE COMPANY 


208 South La Salle Street, Chicago SUBSIDIARY OF vureo RS, 


AND ALL PRINCIPAL CITIES 
Pacific Coast Distributors: Columbia Steel Company, Russ Building, Sen Francisco 


94 Grove Street, Worcester 


STATES STEEL CORPORATION Em 


ire State Bldg., New York 
First National Bank Bldg., Baltimore 


Export Distributors: United States Steel Products Company, New York 
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ia ena PUBLIC” is 
putting your merchandise “on the 
spot” this year as never before. Your 
customer’s dollar has to go farther—it 
has to buy more than it ever did. All of 
which means that you as a progressive 
merchant will have to fall in line. 


Irwin’s New Test Set 


To help you meet this situation we are 
offering a Test Set of 3 genuine Irwin 


IR | ) IN Bits, sizes 4", 44” and 42”, which you 


woop BORING TOOLS ean sell at $1.00 and make a good 

profit. From your customer’s point of 
view this is “real value.” From your 
point of view it’s “real merchandising.” 
Display these Test Sets in your window 


—on your counter—and watch the 
turnover. 


**Look for the Trade Mark on the Shank 
of the Bit.” 











THE IRWIN AUGER BIT COMPANY 


WILMINGTON, OHIO 
Sole Manufacturers of the Genuine Irwin Bit Since 1885 
os ae am i Om i | PRINCIPAL Citees THROUGHOUT THE WORLD 
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=PLYMOUTH 


SHIP BRAND MANILA ROPE 





Has sold 


PLYMOUTH 
ROPE 


for more than 


60 YEARS! 





Ewory J. RAYMOND of the Eagle Hall Stores, Milford, N. H., says 


in a recent newspaper advertisement (shown at the right, in reduced 
size) that he “has sold Plymouth Rope for more than sixty years.” 
Is this a record? .. . Should Mr. Raymond head the Honor Roll of 
Plymouth Rope Dealers? 

It-is the desire of the Plymouth Cordage Company to compile accu- 
rate information on the length of time during which retail merchants 
have sold Plymouth Rope in their own communities. When all the 
facts are assembled, the readers of Hardware Age will be notified of 
the results of this friendly and informal contest to find the “oldest” 
Plymouth Rope dealer. 

Dealers are requested to send to the Sales Promotion Department of 
the Plymouth Cordage Company information on the length of time 
covered by their own Plymouth Rope sales, with any anecdotes, 
reminiscences, or experiences relating to the buying, selling, or use 
of rope. Photographs of persons and store windows or interiors will 
be especially welcome. All material submitted will receive careful 
attention, and, if desired, will be returned in good condition. Address: 


PLYMOUTH CORDAGE COMPANY 
North Plymouth, Mass., and Welland, Canada 


Hall Stores, Tel, 256 Milford, N. H. 
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Wm. P. Schweitzer, Winner of the Grand Aggregate 


Mr. Schweitzer, of the Maplewood, N. J. Rifle Club, 


proved the individual star of the shoot. He also won _ 


the Palma Individual, the Camp Perry Special, the 
Spencer, and placed second in the 100-yd. Individ- 


ual. Naturally, he shot Palma Match. 


Eastern Individual 


1st—Harold J. Wood . > ; 
2nd—H. M. Wolfe ‘ . > 
3rd—R. H. Betts . . > : 
All shot Palma Match 


Palma Individual 


lst—Wnm. P. Schweitzer Ps rs 

2nd—Geo. B. Sheldon 

3rd—Gene Farren . . ° 
All shot Palma Match 


300 Yard Individual 


Ist—L. J. Corsa > ° 
2nd—C. H. Johnson 
3rd—E. J. Miner. . 


Score 294 
Score 292 
Score 292 


Score 218 
Score 218 
Score 218 


Score 93 
Score 92 
Score 90 


Mr. Corsa shot Palma Hi-Speed—the others, Palma Match 


Camp Perry Special 


1st—Wrm. P. Schweitzer F ‘ 
Shot Palma Match 


Score 396 











AGAIN 
SWEEP CLEAN 


THE 





56% of all shooters; 92% (11 out of 
33) of all those placing Ist, 2nd, or 


One hundred and seventy-five shooters from all parts 
of the country took part in this year’s small bore 
classic at Sea Girt, June 30—July 4. Throughout the 
five days a brisk strong fish-tail wind made shooting 
very difficult. As usual it proved almost impossible 
to win with anything but the most accurate ammu- 
nition available— Palma Match or Palma Hi-Speed. 
They won first place in all but one of the 12 indivi- 
dual matches, including the re-entries, and they were 


1—2—3—in ten of them. 


Grand Aggregate 


1st—Wm. P. Schweitzer . Score 1092 
2nd—Gene Farren Score 1078 
3rd—S. A. Colborne . Score 1071 


The first seven places in this match were won 
with Palma Matc 


Spencer Match 


1st—Wm. P. Schweitzer . Score 186 

2nd—J. A. Willners . Score 186 

3rd—F. O. Kuhn . Score 185 
All shot Palma Match 


Long Range Individual 


1st—W. B. Woodring . Score 189 

2nd—R. A. Swigart . Score 189 

3rd—W. Jensen - Score 186 
All shot Palma Match 


Swiss Match 


Ist—J. C. Jensen Score 19 

2nd—H.C. Johnson Score17-17V 

3rd—W.J.Summerall Score 17-10V 
All shot Palma Match 


Unlimited Re-Entry Matches 


50 YARDS 


1st—Thurman Randle . Score 500 
2nd—Gene Farren Score 500 
3rd—R. H. McGarity Score 500 


All shot Palma Match. 12 of the 15 possibles 
scored in this match were made with Palma 


100 YARDS 


Ist—T. Randle . Score 500 
2nd—Gene Farren Score 500 
3rd—R. H. McGarity . Score 498 


All shot Palma Match 


200 YARDS 
1st—Gene Farren Score 488 
2nd—G. Wilkinson . Score 479 
3rd—C. St. John Score 477 


All shot Palma Match 


300 YARDS 
1Ist—H. A. Decker Score 455 
Shot Palma Match 
Eastern Two-Man Team 
Match 
1Ist—F. A. Kent, H. J. Wood . .« 
Score 766 
2nd—R. H. Betts, J. H. Rackie . 
Score 761 


All shot Palma Match 


Interstate Team Match 
1st—Pennsylvania Score 1115 
J. A. Willners, G. H. Sittler, J. H. 
Rackie, R. C. Parry, R. H. Betts, 
C. H. Johnson, 

Five out of the six, including the four high 
men, shot Palma 
2nd—Connecticut Score 1099 
G. Wilkinson, F. O. Kuhn, R. H. 
Nisbet, C. S.Neary, S. A. Colborne, 


C. J. Walker. 
All shot Palma Match 


Eastern Team Match 
1st—D. C. National Guard 
Score 1169 
J.C. Jensen, C.S.Shields, T. A. Riley, 
W.R. Stokes 


Three of four, including the high man, shot 
alma Matc 


Practically All Small Bore Records Have Been Made With Remington Ammunition. No Ammunition Com- 


LEAD LUBRICATED BULLETS ARE ALWAYS 
—THEY ARE MORE ACCURATE 


© 1932 KR. A. Co. 
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“SEA GIRT SHOOTERS” 
WITH REMINGTON 


12) of all winners; 90% (29 out of 
3rd — Shot Remington Ammunition 














In the 50-yard unlimited re-entry, 12 of the 15 pos- 
sibles scored were made with Palma Match. 

In the 4-man team matches 3 out of 4 on both 
winning teams, including the high man on each 
team, shot Palma. 

In the two-man team match the Ist, 2nd, 4th, 
and 5th teams shot Palma. 

On the team from Pennsylvania that won the 
Interstate Match 5 out of 6, including the 
four high men, shot Palma. 





Harold J. Wood, Elizabeth, N. J. 


Winner of Eastern Small 
Bore Championship 
N 





The outstanding tar- 
get on the wind-swept 
range was the remark- 
able 10X possible 
made at 100 yds. with 
Palma Match by Mr. 
Wood in winning the 
Eastern Individual 
Match at 50, 100 and 
200 yds. with 294 x 
300. 


2nd—National Capitol Score 1169 
R. H. McGarity, Donald McGarity, W. Jensen, J. D. McNabb. 
All shot Palma Match 


3rd—Frankford Arsenal Score 1167 


J. H. Rackie, W. T. Bryan, G. R. Hess, O. Henningsen. 
All shot Palma Match 


AGAIN!!! PALMA WINS 
IN ENGLAND 





Palma Team Match 


1st—Bear Rock Rifle Club Score 892 
R. C. Parry, W. Boone, E. Handwerk, L.E. Bittner 
The three high men shot Palma Match 
2nd—National Capitol Rifle Club Score 892 
R.H. McGarity, D.McGarity, J.D. McNabb,W. jensen 
Three of the four, including the two high men, shot Palma Match 
3rd—D. C. National Guard Score 889 


J. C. Jensen, C.S. Shields, T. A. Riley, W. R. Stokes 
Three of the four shot Palma Match 











pares With Remington For Accuracy. More Kleanbore .22’s Are Sold Than All Other Makes Combined. 


USED FOR FINE TARGET SHOOTING 
AND THEY PROTECT THE BORE 


4634A 
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O. AMES HUSKY 
REDEDGE PACEMAKER 
MONONGAH HUBBARD 
KNOX-ALL SOCKET 
BRONCO SHANK 
PONY GOLD BUG 
THERE ARE 


6 


MORE 


ABW 








SHOCK ABW) BAND 


PATENT PENDING 


of Greater Handle Strength 


N every ABW Solid Shank Shovel the above symbol appears 
—a guarantee of greater handle strength. The A B W Shock 


Bo d, (Patent Pending), is now standard equipment on all AB W 


h Shank Shovels. | 
By the adoption of this exclusive feature we have increased 
Gtidle strength 21% and incidentally reduced the weight of the 


Rted under pressure, the Shock Band incases the handle 
Gt the point of greatest strain between handle top and 


Ander the socket, and the exposed section of shock 
band meets der of socket, eliminating the cutting of wood 


so common in 








d in combination with the Armor-D handle 
ed area of handle from 11 to 6”. 

Shovels greater strength, less 
glance and a handle that will 


are selected 
andle. 


AMES BALDWIN WYOMING SHOVEL Co. 
PARKERSBURG, W. VA. 


SHOVELS SOLD THAN ANY OTHER MAKE 
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ARROW 76 CORD SETS 


Be" for rhe 5000000-ser 


cp" market existing TODAY 
Packaged for B 


COUNTER DISPLAY 
as //lustrated ——> 







Made with 


Kant—-Kink 
ELASTICORD* 


SCREWLESS 
Heater Plus 


Unbreakable 
Rubber Cap 


GUARANTEED 
forOne Year 





+ ELASTICORD is a product Here’s a money-maker in TODAY'S market— with quality features that pull it out of price- 
competition and leave you a real profit. First feature: Kant-Kink ELASTICORD; 7 ft. 2 in. 
of self-folding heater cord kept free of kinks by elastic braided into the cord. Second 


and trade-mark of 


The United Elastic Corporation : stench’ 
feature: SCREWLESS Heater Plug of genuine Bakelite fastened together by spring clips; 

of Easthampton. Mass. pera) no screws to lose or loosen. Third feature: Pull-handle UNBREAKABLE rubber cap, wiring 
Long. Life ; No concealed. Fourth feature: A one-year GUARANTEE with each set. Approved by Under- 
Elastic Springs writers’ Laboratories. . . Each standard package of 12 sets forms the Counter Display pic- 
in the cord tured above. ASK YOUR SUPPLIER OF ELECTRICAL GOODS OR WRITE US FOR SALES PROPOSITION. 





ARROW ELEGTRIG DIVISION 
THE ARROW-HART & HEGEMAN ELECTRIC CO. HARTFORD, CONN. 
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N™ comes a new and remarkable smokeless 
shotgun powder ... DU PONT MX. 


There are five outstanding betters in DU PONT 
MX which will appeal to your customers. 


@ CLEAN BURNING. Complete combustion ... 
leaves no unburned grains to clog the action 
of the gun. 


@ BALANCED RECOIL. DU PONT 
MX is a snappy load. Shooters say it 
is easy on the shoulder. 


© NON-HYGROSCOPIC. This new powder 
is unaffected by atmospheric changes. It remains 
stable even under severe storage conditions. 


@ LOADS UNIFORMLY. Uniform loads inspire 
confidence. 


@ BETTER PATTERNS. This positive, hard- 
hitting powder insures clean breaks. 

Your customers will want to try this remarkable new pow- 
der. Be prepared to take care of their requirements. Specify 


DU PONT MX in your shotshell loads. 
It is a better powder. 


E. I. DU PONT DE NEMOURS & CO., INC. 
Sporting Powder Division - Wilmington, Del. 





CAP SCREWS QRH 


Wood, Drive, Coach, Machine, Set, Cap, Thumb 
SCREWS 


SPECIAL AUTOMATIC SCREW 
MACHINE PRODUCTS 
Stove, baie, tak 


Machine Screw, Stove and Tire Bot, U.S.S.,S. A. E. 
near, ie ae . Plain 


Jack, ‘Plumbers’, i, Safety, Sonesta: Ladder, 


CHAINS 
Escutcheon Pins Speedometers Tachometers 


THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, SUCCESSOR 
NEW BRITAIN, CONN. 
Warehouses: New York Chicago Philadelphia 
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A FILE FOR 
EVERY PURPOSE 
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way through 


From the time the raw material comes 
into our factory until the finished pro- 
duct leaves it, the highest quality is built 
into every Nicholson File. 


This quality results in longer file life 
and better work both in home work- 
shop and industrial use. 


You will make new friends and hold old 
ones by selling them Nicholson Files. 


At your jobber’s 
NICHOLSON FILE COMPANY 


Providence, R.1., U.S.A. 

















THE BLADE THAT 
MECHANICS PREFER 


The preference for Star 
Hack Saw Blades, created 
by providing better hack 
saw values for over half a 
century, is one reason why 
you should sell the Star 
brand. Mechanics know 
Stars—they ask for them— 
they demand them. 








Sell Stars and cash in on 
p the Star preference and 
|reputation. Your jobber 
will give you complete de- 


tails. 







Look for the 
STAR 


on the end 







STAR HACK SAWS 


CLEMSON BROS.,INC., MIDDLETOWN, N. Y. 














When ECONOMY 


Is the Keynote 


When the prospect wants to remodel his old 
garage with a minimum of expense . . . when 
he’s looking for a trouble-free, bangless, weather- 
proof door . . . that looks better and costs less 
. show him ALLITH 40-90. 


When the Contractor wants to cut costs to get 

the job—use standard door section from the 
local mill . . . cut installation time and work 
. . . and at the same time offer those “plus 
values” that sell the job—show him ALLITH 
40-90. 


yard if there’s a woman in the case . . . she 
wants a door that opens easily . .. won’t bang 
weather-tight, yet 
she’ll buy 


her shins or mar the car... 
opening instantly in any weather... 


ALLITH 40-90 on sight. 


y Suits every installation—whether a one or 
two-car garage, with or without center pier. 
Converts three-part sliding, folding doors into 
one-piece unit. Requires only 8 inches head 
room, No special frame is necessary for open- 
ing. Locks or unlocks, opens or closes from in- 
side or out. Cylinder lock, weatherstrip—every- 
thing included. No extras to buy. First cost 
is last cost—there’s no upkeep to it. 


Write 

today for 
information 
and customer 
jlitera- 
ture. Get 

ready to 
| make bigger 
| profits this 
| summer with 
| ALLITH. 








Allith-Prouty Company 


Danville Illinois 
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HERE’S A PLANK FOR YOUR 

















Adopt that plank. When whistling 
winds make Mr. Home Owner realize 
that something has to be done in a 
hurry—you'll be elected as his source 
of supply. It’s an inexpensive, easy 
way to cultivate business and you will 
find it pays, for your customers, many 
of them, are already familiar with the 
superior quality of L-O-F Quality 
Glass. National advertising has made 
its enduring brilliance and clear, 
sparkling beauty a matter of general 
knowledge, and has awakened in the 


public a keen appreciation of the im- 
portance of such recognized superior- 
ities. Concentrate on Libbey-Owens- 
Ford and you will find your glass sales 
growing. Furthermore, if you cut to 
size yourself, you will protect your 
profits as well, for L-O-F Quality Glass 
is remarkably easy to cut because it is 
carefully and slowly annealed. From 
every angle, Libbey-Owens-Ford Qual- 
ityGlassisidealforthedealertohandle. 
Ask your jobber about it; or write di- 
rect to us for any further information. 


LIBBEY: OweENS:FORD 
QUALITY GLASS 


LIBBEY-OWENS-FORD GLASS COMPANY, TOLEDO, OHIO 
Manufacturers of Highest Quality Flat Drawn Window Glass, Polished 
Plate Glass and Safety Glass; also distributors of Figured and Wire Glass 
manufactured by the Blue Ridge Glass Corp. of Kingsport, Tennessee. 
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PLATFORM THAT MEANS MORE PROFIT 


‘> 


“Display Libbey:Owens: Ford Quality Glass in your store so 
that customers can see it. Drop a little hint, now and then, 

- about winter coming on, just a reminder that it’s time to 
replace cracked or broken window panes and think of 
Winter Windows. It will work. You will sell more glass.” 











EXACTING WORKMANSHIP 


DEPENDABILITY is above price! Our 
Tubular and Split Rivets are absolutely de- 
pendable. We have to charge a little more 
tor them because of the-quality of material 
and workmanship that goes into them, but 
you'll find they're worth more. The slight 
additional cost gives you additional value 


and complete dependability. 


TUBULAR RIVET 
& STUD COMPANY 


Boston— 





The largest fac- 
tory in the world 
devoted to the 
manufacture of 


Tubular and Split 
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Watch theY oungsters 
Look for the Name 













Reg. U. S. Pat. Off. 


On the Rolls... . 








T doesn’t take children long to learn which Brand No. 1. 41 miles, at which point truck broke; 
roller skates they want and most children strap broke at 21 miles. 
look for the name “Union” on the rolls. Brand No. 2. 50 miles. Bearings too badly worn for 


further use, heel band bent each time used, heel band 


Help children. Every merchant can do his part chafes and cuts strap. 


by pointing to thé NAME on the ROLLS and Brand No. 3. 90 miles. Front rolls worn beyond use; 
impressing upon children that when they tell construction of skate too rigid for comfortable skating; 
their playmates about these easy rolling skates heel bands too low, isso! plate bent. 

to simply say: “Be sure to get the same kind of Brand No. 4. 95 miles. Front wheels too worn to use 


eutue «6 ” any longer; strap broke at 22 miles; heel band allowed 
Roller Skates by asking for “UNION” and look foot to work over the heel band; at 40 miles toe plate 


for the NAME on the rolls.” toet Neal annie elvan, 

While children know nothing of technicalities Hier BARES ARS. aap dlpseees oo ee 
ag aS ut bearings still good for as many miles more. 

they do know that their “UNION” Roller Skates : 

pert met wie ve: chen th. T These tests were made 6n cement paving—probably the 

— Seo _—s a lay severest test to which rolls and bearings could be 

however, the following test of several brands of subjected. 

roller skates will emg to the reason for the pref- In every test UNION HARDWARE Ball Bearing Roller 

erence for UNIO! Hardware Roller Skates Skates always prove their rugged, durable construction. 

among the children. Note results. You cannot sell more satisfactory roller skates. 


All Jobbers Sell Union Hardware 
Roller Skates. Send for Catalog. 


HARDWARE COMPANY 


Reg. U. S: Pat. Off. 


TORRINGTON, CONN. 
Established 1854 
New York Office 


No. 4 No. 5 
For Children 151 Chambers St. For Senn and Girls’ 














AUGUST 4, 1932 13 















PURCHASE NOW! 


















THE TWELFTH EDITION OF 


HARDWARE AGE | 


VERIFIED | 
NOTE—A LIST OF LIST 
HARDWARE RETAILERS 
IS NOT INCLUDED IN OF | 
THIS PUBLICATION— ; 
WRITE FOR DETAILS WHOLESALE HARDWARE HOUSES : 


WHOLESALE HEAVY HARDWARE HOUSES E 

WHOLESALE DISTRIBUTORS MILL SUPPLIES 

PLUMBERS and TINNERS SUPPLIES JOBBERS 
MANUFACTURERS’ AGENTS 
HARDWARE CHAIN STORES 





E need hardly point out the necessity and value of 
an authentic hardware jobbers list, compiled and spon- fe 
* sored by HARDWARE AGE. e 
It not only authoritatively gives you the names of the recog- 
IT 1% OBTAINABLE AT THE LOW PRICE OF . ° ° ° — 
nized hardware jobbers, but also includes their capitalization, 


mdb 00 the territories they cover, the number of men traveled, the 


lines handled and, in most cases, the-names of officials and 


PER COPY buyers. F 
Such a publication is indispensable to sales managers and & 
* advertising managers. Furthermore, many firms find it high- g 


ly advantageous to give copies to their road salesmen and 


ee eee ee district representatives. 


REQUIREMENTS PROMPTLY 


HARDWARE AGE VERIFIED LIST 
239 West 39th Street, New York 


GENTLEMEN: 
Kindly send me ......... copies of your New Twelfth Edition 
DEO. scion ses soe sb guess sues sieineieeses cued NED osc 5 Wbio dds SE ab eee ko ww ss sees eae eeeeN ss 
ME inssth ess spy hone sche bs sbaGinbes soak weeee MOEEEE oe bis eesSh ods ds saecubas sarees sees eames wee 


Fe eeeeaeeeene2aeeaeecacaanaan 
Se eeeaenaeeaeean ea aeune a: asead 


Sere Sk SSSR KK SHS CSS SHS STS TH Cw eS PTT SSH See Ce PO SH OO SSS SS Ses ee we 
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LAKE graphite forms a 
protective layer prevent- 
ing metallic contact. This 

is the basic reason for the long 
wear and freedom from trouble 


when bearings are lubricated 
with DIXON’S Graphite Grease. 


By keeping bearings supplied 
with this lubricant, their life is 
extended indefinitely, adjust- 
ments being necessary only after 
long periods of service. A graph- 
ite-polished bearing surface re- 
duces friction to a minimum. 


DIXON supplies Graphite Cup 
Grease in six degrees of hard- 
ness. Tell us the conditions and 
we'll advise which DIXON Prod- 
uct to use for better service. 


Motors Compressors 
Stokers Machine Tools 
Line Shafts Conveyors 
Pumps Fans 

Engines 





Joseph Dixon Crucible Company 


Jersey City 


104 YEARS OF 


AUGUST 4, 


New Jersey 


DIXON SERVICE 








1932 








FL | 
PROFITS? 





MONTAGUE 
is the profitable 
name you want 
on Fishing Rods 


60 Numbers 


priced from 


82 to 860 
Do You Need 602? 


NO But in the complete 
° spread of those 60 dif- 


ferent Montague Rods you find 
the most profitable fishing rods 
for you. All you want. No 
awkward gaps _ between 
numbers. 


The Best Values 


On top of getting exactly the 
styles you wish, in a complete 
price range to suit your trade. 
you get the world’s best value 
in every number. 


Thar goes for the biggest store. 

the littlest, and all in between. 
Because Montague leads the world 
in split-bamboo rod making. The 
largest producer for many years. 
best able to meet all demands and 
put the biggest and best value... . 
actual service value . . . in every 
rod. 


Your assurance that this advan- 
tage is working for you, not against 
you, is the name Montague on the 
split-bamboo rods you stock. 


MONTAGUE 


ROD AND REEL COMPANY 


World’s Largest Manufacturers of Split-hambov 
Fishing Rods 


Drawer A-O Montague City, Mass. 
Keep up your supply of Application 
Blanks for your customers to use in 
registering big fish taken, for Monta- 
gue Gold, Silver and Bronze Awards. 
Watch for prominent winners in 
Montague ‘‘Fish Tales'’—FREE on 
request. Complete Montague Rod & 
Reel catalog supply is getting low; 





write for more TODAY. 







The Old Saying 






“You Cannot 
Make A 

SILK PURSE 
Out of A 


SOW’S EAR” 









@ Neither can you expect high-grade 
goods at low-grade prices. Sell the 
best; in fact, show your best Ameri- 
can-made grades first —it leaves a 
better impression, and it increases 
your volume. 


Your customers want quality and 
are willing to pay for it. They are fed up 
with “shoddy” merchandise sold without 
guarantee, without a reputable manufac- 
turer to back it. They have learned that 
cheap quality renders cheap service. 

















Sell your customers what they need. 


FIRST, then, if necessary, the cheaper 
line. Cultivate carpenters, farmers, home 
workshop enthusiasts —they all buy 
quality saws (Atkins SILVER STEEL) 










Show them Atkins SILVER STEEL Saws. 
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when properly approached with quality. 
Stock the Atkins brands combining 75 


years’ leadership of saw making, with your 


store as headquarters for quality saws and 
tools. Get Atkins window displays and 
other dealer helps to help increase your 
sales. 


Demand Atkins from your jobber. Ac- 
cept no substitute. If he cannot supply you, 
write tous. We'll see that you are supplied 
promptly 


E.C. ATKINS ann company 


“THE SILVER STEEL SAW PEOPLE” 


Makers of highest grade and leading types of all kinds of Saws, Saw Tools, Handles 
Plastering Trowels, Scrapers and Specialties. 
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Mioedel Boat Building is 
Profitable « Wilkinson 


N interesting feature of 
A. J. Wilkinson & Co. of 
Boston is its inclusive as- 


sortment of model boat fittings. 
W. H. Wilkinson, owner of this 
well-known hardware _ house, 
finds it decidedly worthwhile to 
stock this merchandise, which 
was first added about a year ago 
to accommodate a single custom- 
er. The demand for model boat 
fittings has since been steadily 
growing. so that the store now 
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lakes a profitable business on 
this line. 

Bankers and business men fre- 
quently make a hobby of model 
boat building. And if they do not 
build their own craft, carefully 
outfitted in every detail, they 
often collect boats built by 
others. The hobbyists display 
the model craft at home in li- 
brary or den, or sometimes use 
them in their business quarters. 
Almost every bank or insurance 





An elaborately fitted model 
schooner means much hardware 
business for the dealer. 


office has at least one “Sovereign 
of the Seas” sailing on a mahog- 
any desk top! 

The model craft are built to 
scale by exact specifications, and 
every detail of marine construc- 
tion must be correct. A hand- 
made model boat commands a 
very respectable sum in the mar- 
ket, frequently as much as $700. 
the price of a model recently dis- 
played in the windows of A. J. 
Wilkinson & Co. This model, 
built by an expert craftsman who 
has long made boat-building a 
profitable hobby and who is one 
of the store’s best customers. i- 
entirely planked, just like a reg- 
ular sailing vessel. Less expen- 
sive boats are built in lifts. 

Model boats are fitted with 
miniature marine hardware that 
includes such items as eyelets. 
screws, capstans, steering wheels. 
cleats, bitts, anchors, propellers. 
deadeyes, single and double 
blocks, brass belaying pins, sol- 
dered link chains, brass deck 
plates, air ports, white metal 
chocks, brass turnbuckles, brass 
sheaves, etc. These, with other 
items, are carried in the A. J. 
Wilkinson stock. Several sizes 
are stocked in each item. Heavy 
black linen thread is used for 
rigging, and tweezers are sold 
for handling the tiny boat fit- 
tings. 

The average model boat takes 
from $10 to $18 worth of fittings, 
while the most expensive craft 
may require twice that expendi- 
ture for miniature hardware. 
Some items are substantially 
priced; for instance, steering 
wheels, which retail for about 
$2.50. Others cost only a few 
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cents, but these are usually 


bought in quantities. This holds 


true in the case of boxwood 
blocks, which cost eight or nine 
cents apiece, and also for dead- 
eyes, priced at about four and 
one-half cents each. 

The store keeps its entire stock 
of model boat fittings in three 
boxes, each ten by thirteen 
inches. The items are displayed 
in little trays, two by three 
inches, and one and one-quarter- 
inch high. There are 75 to 80 
trays in the three boxes. Thus 
the stock requires no outlay of 
space for convenient selling, and 
is readily and quickly shown and 
sold. 

A permanent display of the 
miniature marine hardware is 
featured in one of the windows, 
to direct attention to this unusual 
merchandise. This display is in 
the form of a white panel about 
ten inches square. This is 
trimmed with the fittings and is 
suspended at the front of the win- 
dow, so that it hangs in the cen- 
ter of the glass. 

This display serves to attract 
model boat builders, who are in- 
variably gratified to locate a 
source of supply for their re- 
quirements. Once these hobby 
riders become purchasers of this 
merchandise, they constantly pa- 
tronize the store for other needs. 
And, of course, they purchase the 
various tools used in connection 
with their hobby. Such custom- 
ers are frequently interested in 
other phases of craftsmanship 
and may buy motor driven tools 
or similar equipment for wood 
working. The model boats, of 
course, are built by hand. The 
model boat builder, by the way, 
is usually an adult, although 
some older boys take up the 
hobby. For the most part, 
though, it interests the business 
man, who may take it up for 
pleasure alone or for a combina- 
tion of pleasure and profit. 
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Not an ocean-going schooner but a 
sailing model built by an enthusiast 
who buys much hardware. 


Wilkinson’s stock of model 
boat fittings is in line with its 
long standing policy of customer 
accommodation. Years ago this 
house carried model fittings for 
the steam engines that it was then 
the fad to build. Later the mak- 
ings of telegraphy sets were car- 
ried, and today the store caters 
to the model boat builder. It also 
keeps abreast of scientific devel- 
opment by carrying a stock of 
strand wire for aeroplane con- 
struction. 





Trade Acceptances 


LTHOUGH preliminary ac- 
A tivities have met with 
opposition from both re- 
tailers and wholesalers, the 
American Acceptance Council 
continues to advocate a more 
widespread use of the Trade: Ac- 
ceptance System. As a substi- 
tute for the open book account 
plan, the Council believes that 
such a plan will tend to return 
to the bankers the function of 
extending credit, and that such a 
plan will facilitate increased ac- 
tive credit. It appears that in 
most banking circles the reaction 
is very favorable because it is be- 
lieved that here is an opportunity 
to encourage a greater move- 
ment of merchandise, the first 
important step toward a general 
business recovery. 

The trade acceptance is a 
draft or bill of exchange drawn 
by the seller on the purchase of 
goods sold and accepted by the 
purchaser, payable on a certain 
date at a designated place. 
Broadly speaking, the seller’s 
credit, tied up in open book ac- 
counts, is to: all purposes dead 
capital until liquidated at or 
after maturity. It is advocated 
that through the use of trade ac- 
ceptances receivables become 
live assets, since this instrument, 


properly handled, is readily dis- 
countable as time commercial 
paper. 

It is realized, of course, that 
where shipments are being paid 
for in cash within thirty days, 
the trade acceptance will have 
but limited appeal. In other 
lines, where goods are sold and 
credit extended for from thirty 
to ninety days, it would seem 
prudent to investigate the adap- 
tability of this instrument before 
too definite a stand is taken 
either for or against the practice. 

Outstanding among the larger 
companies planning to take and 
give trade acceptances is the E. I. 
du Pont de Nemours & Com- 
pany, which announced recently 
that it would conduct its entire 
credit structure hereafter on the 
trade acceptance basis. 

Although the only organized 
protest or objection has come 
from the grocery field, that op- 
position has been so strong that 
Robert H. Bean, executive man- 
ager for the Council, has been 
quoted recently as saying that no 
effort will be made to persuade 
trade now doing business on a 
cash or less than thirty days basis 
to utilize the trade acceptance 
system. He is quoted further as 

(Continued on page 30) 
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Fake “Closing-Out” Sales 
Are Unlawful In 


ETAIL merchants of Seattle, 
R Wash., are protected against 

the unfair competition of fake 
“closing-out” sales, and other ques- 
tionable sales of this nature. An or- 
dinance recently approved by the City 
Council, says Edward N. Phelan, 
manager of the Retail Trade Bureau 
of Seattle, “Has been extremely effec- 
tive in causing the practical elimina- 
tion of fraudulent ‘closing-out’ sales. 
The ordinance has been tested out in 
court and found to be valid and the 
retail merchants of this city are 
pleased with the effect of this legisla- 
tion.” 

Under the terms of the measure, a 
license is necessary for the holding of 
sales “represented as bankrupt, insol- 
vent, assignees, adjusters, trustees, 
executors, administrators, receivers, 
wholesalers, jobbers, manufacturers, 
closing-out, liquidation, closing stock, 
fire or water damage sale, or any 
other sale which is selling out or clos- 
ing the goods, wares or merchandise 
of any business for less than the cur- 
rent or going retail price.” 


20 : 


The filing of an inventory statement 
prior to the sale is also necessary. 

The following important sections of 
the Seattle Ordinance No. 61818 are: 


“Section 267. It shall be unlawful 
for any person to advertise or conduct 
any sale of goods, wares or merchan- 
dise, at retail, that is represented as 
a Bankrupt, Insolvent,’ Assignees, Ad- 
justers, Trustees, Executors, Adminis- 
trators, Receivers, Wholesalers, 
Jobbers, Manufacturers, Closing Out, 
Liquidation, Closing Stock, Fire or 
Water Damage Sale, or any other sale 
which is by representation or adver 
tisement intended to ead the public 
to believe that the person conducting 
such sale is selling out or closing out 
the goods, wares or merchandise of 
any business for less than the cur- 
rent or going retail price thereof in 
The City of Seattle without first filing 
with the City Comptroller the inven- 
tory hereinafter provided for and ob- 
taining from him a license so to do, 
to be known as a ‘Closing Out Sale 
License. The fee for such license 
shall be, and the same is hereby, fixed 
as follows: For a period not exceed- 
ing thirty (30) days, Twenty-five 
Dollars ($25.00); for a period not 
exceeding sixty (60) days, Fifty Dol- 





Seattle 


lars ($50.00); for a period not exceed- 
ing Ninety (90) days, Seventy-five 
Dollars ($75.00); provided, that only 
one such license shall be issued to 
any one person within a twelve (12) 
month period, and no such license shall 
be issued for less than thirty (30) days 
nor more than ninety (90) days. 
“Section 268. The inventory re 
quired by the next preceding section 
shall contain a complete and accurate 
list of the stock of goods, wares and 
merchandise to be sold at any sale for 
which a license is hereby required to- 
gether with the wholesale price there- 
of, which inventory or list shall be 
signed by the person seeking the li- 
cense, or by a resident agent there- 
unto authorized, and by affidavit at the 
foot thereof he or such agent shall 
swear or affirm that the information 
therein given is full and true, and 
known by him or such agent to be so. 
“It shall be unlawful to sell, offer 
or expose for sale at any such sale, 
or to list on such inventory, any goods, 
wares or merchandise which are not the 
regular stock of the store or other 
place, the business of which is to be 
closed out by such sale, or to make 
any replenishments or additions to such 
stock for the purposes of such sale, 
or during the time thereof, or to fail, 
(Continued on page 42) 
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Conflicting Tax Interpretations 
Continue to Confuse Trade 


Internal Revenue Bureau Besieged with Inquiries—Its Formal 
and Informal Decisions Bring Protests Which Suggest Final 
Action by U. S. Supreme Court—Earlier Refund Angle Mis- 
understood—Refund Applied at Present Only to Limited 
Number of Preducts—Revenue Insufficient—General Sales 


Tax This Fall Likely 


by L. W. MOFFETT 
Washington Representative, Hardware Age 


HE new revenue law continues 

to be the object of conflicting in- 
terpretations. The Bureau of Inter- 
nal Revenue still is besieged with in- 
quiries as to the meaning of many of 
its features. These are being made 
both in person and by mail and come 
from numerous sources. However, 
the strain on the Bureau is beginning 
to lift somewhat, inasmuch as it has 
handed down some formal and in- 
formal decisions. Yet there are dis- 
tinct differences between the Bureau 
and some interests which not only 
mean that the Bureau will continue 
to be called upon for interpretations 
but also that final decision will rest 
with the Supreme Court of the United 
States. 

It is clear also that the so-called 
miscellaneous taxes are proving ex- 
tremely obnoxious, just as had been 
predicted, and that unless business 
develops a decided upturn quickly 
they are going to fall far short of 
raising the revenue that Congress af- 
fected to think they would raise. The 
“balanced budget,” of course, is en- 
tirely off-balance, and in view of the 
terrific expansion of government 
financing to assist States, municipali- 
ties and private industries, there is 
no possible doubt that the budget 
will be off-balance for some years to 
come. 

These are the things that are in- 
tensifying drives to cut down gov- 
ernment expenditures. Town, State 
and federal taxes are proving ex- 
tremely burdensome to business. The 
fact remains, however, that business 
is partially responsible for the situ- 
ation. One reason is that it has shut 
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the door after the horse was out of 
the barn. Another is that, after all, 
government in business has been 
done often at the behest of business 
itself. 

But business is showing a deter- 
mination to pare down government 
costs and therefore is exercising a 
healthy interest in government. It is 
also convinced that the system of tax- 
ation must be changed. Instead of 
discriminatory excise taxes on a few 
industries, as now are provided, there 
is undoubtedly a growing belief that 
a general sales tax must be put on 
the books. It is the view of many 
that some such a tax has to be pro- 
vided this winter. Assuming this is 
true, some of the difficulties of pres- 
ent interpretations will have disap- 
peared before they get into the 
courts. At the same time, principles 
governing existing excise taxes obvi- 
ously will attach to those governing 
a general sales tax. 

One informal ruling of the Bureau 
which apparently will call for fur- 
ther interpretation relates to the sale 
of sporting goods to tax-supported 
State amd municipal schools and in- 
stitutions. The trade has been told 
by the Bureau that literal interpre- 
tation is to be applied to its regula- 
tions that in order to be tax free 
these goods must be sold direct by 
the manufacturer “without an inter- 
vening sale to a dealer or a distrib- 
utor,” and must be for an “essential 
governmental function.” 

The difference of view now seems 
to revolve about the phrase “essen- 
tial governmental function.” The 
Bureau is understood to be of the 


opinion that “an essential govern- 
mental function” embraces the use 
of the sporting goods for which they 
are intended. Healthful exercise with 
a basketball, medicine ball, etc., in a 
school, reformatory, etc., is consid- 
ered to be educational both phys- 
ically and mentally, and therefore 
an “essential governmental {unc- 
tion.” Nevertheless, the Tax Commit- 
tee of Chamber of Commerce of the 
Athletic Goods Manufacturers of the 
United States, in a conference with 
Bureau officials, expressed the view 
that sporting goods are never pur- 
chased for use in performing an es- 
sential governmental function. The 
Bureau has requested it to file a 
brief. This is to be done. Formal 
ruling, therefore, will not be made 
until the Bureau has studied the 
brief. The committee meanwhile has 
expressed the opinion that a large 
number of sales to boards of educa- 
tion and public schools are taxable 
in any case, and suggests that manu- 
facturers may run a risk in omitting 
taxes from such sales. 

The committee also quotes the Bu- 
reau as being of the opinion that the 
tax on uniforms attaches only upor 
the sale by the producer of the com- 
plete unit. However, it is stated that 
some officials differ with this view, 
and take the position that parts also 
are taxable. In some cases, such as 
sweaters, it is stated that it depends 
upon the use for which they are in- 
tended whether they are taxable. If 
lettered, or striped, etc., indicating 
sporting use, they are taxables; oth- 
erwise they are tax free. Hunting 
garments, of course, are tax free. 
This has been stated definitely in re- 
sponse to numerous inquiries. 

The Bureau has turned to a deci- 
sion in the so-called Samuel Wins- 
low Skate Mfg. Co. case under the 
1918 revenue act to support a rul- 
ing recently made to the tax com- 
mittee of the Athletic Goods Manu- 
facturers’ Association that such items 
as juvenile golf clubs, tennis rackets, 
boys’ baseballs, boys’ bats, mitts,. 

(Continued on page 40) 
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Bust Among Ourselves 


by CHARLES J. HEALE 


* the past six years, more than 
140 well known American 
firms have adopted the four week 
business period system, often 
called the thirteen month calen- 
dar plan. M. N. Stiles, Ameri- 
can Secretary of the Internation- 
al Fixed Calender League says of 
this record: “They have learned 
that it is possible for their ac- 
countants to tejl them the story 
of their company’s past perform- 
ances more accurately than by 
the civil calendar, to show more 
truly the trend of its business and 
enable them to budget the year 
without danger of unpleasant 
surprises, caused by the civil 
calendar’s unequal months and 
their changing number of busi- 
ness days.” There’s a lot of 
sense in this idea and it appears 
to be gaining popularity. 
—— HA -— 

Writes a debtor to a creditor: 
“Please pardon us for not having 
sent you a remittance recently, 
which is due entirely to the fact 
that our business has been very 
slow of late. However, you may 
rest assured that we will reduce 
this account at the very first op- 
portunity. We have had letters 
from a large number of our cus- 
tomers, who have been with us 
for years, in reply to an inquiry 
that we sent out. In nearly every 
case they have complimented us 
on our product and have assured 
us that their orders would be 
placed with us as soon as busi- 
ness picks up. We mention this, 
as we would be glad to show you 
copies of these letters, if the as- 
surance of our future business 
would be of any interest to you. 
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Editor, Hardware Age 


These are trying times, but we 
have every confidence in the 
future.” This frankness and in- 
telligence appeals very strongly 
to me. So many people simply 
ignore collection letters and ruin 
their credit standings. Here’s a 
man who finds out just where he 
stands with his customers and 
stands prepared to tell his credit- 
ors that his future business is 
sound, because of that standing. 
It’s a good idea. Let’s use it— 
if necessary. 


— Hi —— 


hy the light of what has hap- 

pened since the General Sales 
Tax proposal met defeat, I am 
wondering, if we would not have 
been better served with that form 
of taxation on a short time basis. 
It certainly provided machinery 
for raising immediate moneys 
and might have permitted a much 
earlier balancing of the budget. 
All taxes are objectionable. 
Taxes that apply only on certain 
lines meet with severe opposition 
from the parties directly in- 
volved. Every commercial group 
has a set of good arguments to 


prove it has always carried more 
than its share of the tax burden. 
The result has been protracted 
discussion and 
much delayed final action. From 


Congressional 


the retail hardware dealers’ 
standpoint a general sales tax, 
(manufacturers’ type, at the 
source) would probably not be 
any worse than the present taxes 
on so many of the lines hardware 
stores carry. In saying this I 
know full well, that I am border- 
ing on heresy and that in a 
measure I am reversing my own 


published opinion. Nevertheless, 
a balanced budget 30 days soon- 
er might have been an important 
contribution toward business re- 
covery. 


— Ha — 


A well known Cleveland store 
featured porch gliders with ball 
bearing action and coil springs 
at $9.75. A friend took me in 
to see them. He wasn’t satisfied 
so the salesmen showed us a very 
good-one at $18. Says my 
friend, “The wife says Sears 
have a dandy at $10.50; let’s 
look at it.” We did. In my judg- 
ment (and my friend agrees) it 
was not nearly as good as the first 
one, at $9.75. The Sears glider 
had flat springs and was without 
ball bearings. _BUT—Fntering 
the mail order store we noted in 
front a pyramid of common 
kitchen stools, usually sold at 75 
to 98 cents. Here they were fea- 
tured at 40 cents. We are told 
they cost 41 cents. That’s an old 
game—make a loss leader on 
some common item and some 
folks think everything you sell is 
offered at low price. While I am 
not in sympathy with the idea, I 
am convinced that the practice is 
so well established that it must 
be reckoned with by hardware 
merchants. At least it behooves 
us to study values and prices, so 
that in our contacts with the pub- 
lic we know what we are talking 
about and are in a position to 
convince people that “Our values 
are values.” 
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DEMONSTRATION 


HERE TO-DAY!» 





Mrs. Morris demonstrates one of the steps in making an attractive wall finish 


How Sheehan Builds Trade with 


PaInT 


AINT _ demonstrations, 
Presi several times during 

the past ten years, have 
been a big factor in building a 
good business in paints, en- 
amels, unpainted furniture, etc., 
for the hardware store of W. F. 
Sheehan Corp., 15307 Jamaica 
Avenue, Jamaica, N. Y. 

The most recent demonstra- 
tion held at the Sheehan store 
was given on May 25 and 26 
with Mrs. Katherine Morris, a 
demonstrator from the factory, 
in charge. Illustrated here is 
Mrs. Morris demonstrating one 
of the steps in making an at- 
tractive wall finish. By using the 
services of a woman for this 
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DEMONSTRATIONS 


purpose other women realize 
that the painting of unfinished 
furniture and the painting of 
walls and interiors is a job 
which any woman may do, with 
a little practice. 

Mrs. Morris used one of the 
two Sheehan windows. Here she 
showed how various effective fin- 
ishes are obtained. Although 
this demonstration was intended 
primarily to attract women the 
illustration shows that Mrs. 
Morris interested some men, in- 
cluding a painter in his working 
clothes. During the demonstra- 
tion the painting of unfinished 
furniture with quick drying en- 
amels was explained and illus- 


trated. Other products of the 
manufacturer demonstrated in- 
cluded a paint cleaning product. 

These demonstrations attract 
many people, of all ages, who 
desire to give a little variety to 
the furnishings and walls of 
their homes, without too great 
an expenditure. During the two 
days the store gave persons pre- 
senting coupons, furnished by 
the manufacturer, a 30c. can of 
quick drying enamel for 10c. 
This quantity is sufficient to paint 
a small piece of unfinished fur- 
niture. Any desired stock color 
was offered. The coupons, which 
were part of a circular announc- 
ing the demonstration, were de- 
livered a few days prior to the 
event, to the homes in the vicin- 
ity of the store. 

The only expense entailed by 
the Sheehan store was for dis- 
tribution of the circulars. Cou- 
pons were redeemed by the man- 
ufacturer, who also supplied 
color charts and circular matter 
telling how to make various fin- 
ishes and how to paint un- 
finished furniture. 

Even with the keen competi- 
tion of numerous other paint re- 
tailers, including two retail 
branches of well known mail 
order houses, W. F. Sheehan 
keeps paint and allied lines 
moving by use of direct mail, 
circular delivery and by ham- 
mering on the fact that good 
paint is more economical, in the 
long run, than inferior lines. 

When other lines began to 
bring smaller returns, because 
of business conditions, Mr. 
Sheehan started to put more 
pressure behind the sale of 
paints, enamels, unfinished fur- 
niture and related lines, carry- 
ing a large variety of unfinished 
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furniture on the second floor of 
his store. 

The Sheehan store has two 
show windows, one of which is 
usually entirely devoted to dis- 
plays of paint lines, and allied 
items. Paint is stocked along 
the wall of the store, so that 
anyone entering is immediately 
conscious of the fact that the 
firm handles a complete line. 

Most of the paint business is 
with home owners as Mr. 
Sheehan does not cultivate busi- 
ness with the master painter, 
though glad to serve them on his 
own terms. He explains to the 
man or woman interested in 
price lines that his quality line 
contains nothing but lead and 
zinc combined with pure turpen- 
tine and linseed oil and neces- 
sary color pigments, whereas 
some cheap paints have a water 
content of more than 50 per 





cent, and that other substitute in- 
gredients are often used. . 

When the customer persists in 
having something at a cheaper 
figure he shows less expensive 
paint of the same line, but con- 
tinues talking about quality and 
giving facts to prove the ad- 
vantages of using higher grade 
paints, enamels, etc. 

The Sheehan store frequently 
circularizes its trading area. For 
direct mailing purposes both 
manufacturers’ material and a 
catalog prepared for the store 
are used. Selected lists of pros- 
pects and customers from varied 
sources are used for all mail- 
ings. The list includes most of 
the private home owners in his 
trading area. 

The frequent use of direct 
mail advertising and the spring 
demonstrations helped the 





Sheehan store build its paint, 
enamel and allied lines sale. 
Such methods could be used to 
advantage in other stores, 
whether in small or large cen- 
ters of population. A woman 
demonstrator is a big attraction, 
for her audience sees that attain- 
ing smooth finishes on unpainted 
furniture and stippled and other 
effects on walls is chiefly a mat- 
ter of following simple instruc- 
tions. 

Where a professional demon- 
strator is not available a woman 
member of a retail store could 
with a little practice do a very 
effective job in this line, for 
many paint manufacturers sup- 
ply simply written, easy to fol- 
low instruction books relating to 
painting of walls, floors, unfin- 
ished furniture, woodwork and 
other surfaces. 


“f Like the Depression” 


ENRY ANSLEY, editor of the 

H Amarillo (Texas) Globe- 

News, prints as an editorial 

the following depression-confession, 

which reveals that he does not suffer 
from repression: 

“T like the depression. 
prosperity for me. 

“T have had more fun since the de- 
pression started than I ever had in my 
life. I had forgotten how to live, 
what it meant to have real friends, 
what it was like to eat common every- 
day food. Fact is, I was getting just 
a little high-hat. 

“Three years ago, only one man of 
the News-Globe organization could be 
out of town at a time, and he had to 
leave at the last minute and get back 
as soon as possible. Many times I 
have driven one hundred miles to a 
banquet, sat through three hours of 
bunk in order to make a five-minute 
speech, and then driven the hundred 
miles back so as to be ready for work 
the next morning. 

“Nowadays, as many News-Globe 
employees as are invited make those 
trips and we stay as long as we want. 
The whole outfit could leave the office 
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now and it wouldn’t make any differ- 
ence. 

“T like the depression. I have time 
to visit my friends, to make new ones. 
Two years ago when I went to 4 
neighboring town, I always stayed at 
a hotel. Now, I go home with my 
friends, stay all night and enjoy home 
cooking. I have even spent the week- 
end with some of the boys who have 
been kind enough to invite me. 

“It’s great to drop into a store and 
feel that you can spend an hour or 
two or three or a half day just visit- 
ing and not feel that you are wasting 
valuable time. I like the depression. 

“I am just getting acquainted with 
my neighbors. In the last six months 
I have become acquainted with folks 
who have been living next door to 
me for three years. I am following 
the biblical admonition, ‘Love your 
neighbors.” One of my neighbors 
has one of the best looking wives I 
have ever seen. She is a dandy. I 
am getting acquainted with my neigh- 
bors and learning to love them. 

“Three years ago, I ordered my 
clothes from a merchant tailor, two 
and three suits at a time. All my 


clothes were good ones. I was al- 
ways dressed up. But now, I haven’t 
bought a suit of clothes in two years. 
I am mighty proud of my Sunday-go- 
to-meeting clothes. When I dress up, 
I am dressed up, and I don’t mean 
maybe. I like the depression. 

“Three years ago, I was so busy 
and my wife was so busy that we 
didn’t have much time to see each 
other. Consequently we sort of lost 
interest in each other. I never went 
home to lunch. About twice a week 
I went home for dinner, at 6:30 
o'clock. I never had time to go any- 
where with her. If I did go on a 
party I could never locate her, and 
since there was always a ‘blond’ or a 
‘red head’ available, I didn’t worry 
much about it. My wife belonged to 
all the clubs in town. She even 
joined the Young Mother’s Club. We 
don’t have any children, but she was 
studying, and between playing bridge 
and going to the clubs, she was never 
at home. 

“We go stuck up and hifalutin! 
We even took down the old family 
bed and bought a set’ of twin beds— 

(Continued on page 42) 
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by J. A. WARREN 
Associate Editor, Hardware Age 
UGUST’S ticket problem is 
very similar to that of 
July. Hot weather is still 
with us and hot weather mer- 
chandise calls for the suggestion 
of coolness to be obtained by the 
buyer of your wares. This ticket 
uses the power of suggestion at 
the very beginning—the design. 
The “wave” at the bottom of the 
ticket reminds one of the cool 
breaker at the seaside. Right 
there thoughts of refreshing cool- 
ness enter the mind of the passer- 
by. Secondly, this wave is col- 
ored a cool sea green, which 
may be obtained by a mixture 
of green and white. If thin 
paper of the right color can be 
obtained, the “wave” may be 
cut from it and carefully mount- 
ed on the tickets; a task that can 
be performed by members of 
the family or staff. 


Make a Guide 
To make the placing and 


‘drawing of this wave easier it 


will be well to make a tracing 
of the design and transfer it tu 
a piece of heavy cardboard and 
then cut that card out to the 
shape marked. This will pro- 
vide a very handy guide for cut- 
ting the colored paper or paint- 
ing the wave. Simply run a pen- 
cil line around the cut-out de- 
sign on the cardboard. 

The lettering should be me- 
dium blue on white, and if done 
with a speed ball pen is possible 
with the minimum of experience. 
These pens are usually available 
from stationery stores. 

Make a generous supply of 
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TALKERTICKET 


for August 


tickets for each window display, 
as the effect obtained with a repe- 
tition of these colorful cards is 
surprising. When you have 
once used them you will be en- 
thusiastic for another window 
featuring them. Frequently you 
can make a window display ap- 
pear entirely fresh simply by 
changing the ticket trim. 

We have cautioned. window 
trimmers many times about the 
choice of copy for these cards. 


See that it is SELLING copy. In 
the catalogs and manufacturers’ 
advertising matter you will find 
many value-creating phrases that 
will help convince the customer 
that he will benefit by ownership 
of the article. 

Choose these carefully and 
use them consistently. The per- 
centage of sales you will make 
due to this cause will more than 
convince you of the value of this 
rule. 
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Baking Glassware 
W-1 

Cook and serve in the same 

dish, is the modern way. 

Here is a complete set of at- 

tractive baking dishes that 

are guaranteed not to break 

from the heat of the oven, 


at a price within the reach 
of all. 


(List Baking Dishes 
with Prices) 


YOUR STORE NAME 






























Football Equipment 


You can’t beat (Store 
Name) for Football equip- 
ment. Everything is cor- 
rectly designed, up to the 
minute—and built to stand 
up under the roughest 
tackle. We are offering 
special price to teams 
outfitting here. Let us help 
make your season a suc- 
cess. 


(List Football Supplies 
with Prices) 


YOUR STORE NAME 















HARDWARE AGE 


ADVERTISING SERVICE 


By SAMUEL KALP 


HOW TO USE 


The illustrations, layouts and ads supplied with this service are especially 
planned to help every hardware store make its advertising more practical 
and effective by the liberal use of human interest illustrations. 







always supplied in so far as it is practical for use by all of our clients. 


The description and pricing of the items must necessarily be left to the in- 
In writing the descriptions to give to your 
printer with the supplied ad layout, keep in mind that brief, to the point 
The style, size, colors, unusual features 
or special economies effected by the use of the item should be given. 
If greatly reduced, it is sometimes desirable to show former as well as 
If any question arises concerning the use of these ads, write 
You'll find us willing to help you sell more hardware at all times. 


dividual store in most cases. 


descriptions are the most effective. 


reduced price. 


us. 


HOW TO ORDER 


If you have local stereotyping facilities, request the complete sets of mats 
of all the advertising illustrations on these two pages, inclosing your check for 
If you need mounted cuts order them by number given under each cut, 
Figure the charge of 35c. for each cut 
when less than ten cuts are ordered; when ordering ten cuts or more figure 
the charge at 30c. for each cut ordered. 
this saves bookkeeping of small amounts. 


$1.25. 
listing the numbers in a column. 


a 


This layout is 


for a 


regular Government 


Postal Card. 


Just 


add the additional 


type matter 


and 


hand this layout 


with cuts to 
local printer. 


your 


HARDWARE AGE ADVERTISING SERVICE 
239 W. 39th St. 


New York City 
(All Ads Are Planned Six Weeks in Advance to Give You Ample 


Time to Order Illustrations) 





Copy is 


Inclose check with order, please— 
Send all orders to 





No matter what your Repair problem is, you'll find the 
right tools to make your job easier and more satisfactory 


at (Store Name). 


and sell at FAIR prices. 
the “best buy’ in the long run. 


WINDOW 
VENTILATORS 


Adjustable all metal louver 
front window ventilators. 
Olive green enamel finish 
—complete with set of 
screws. Height (——) ad- 
justable to (-——). 





INSIDE LOCK SETS 


Attractively designed—steel 
knob and escutcheons with 
dull brass finish. Size 
(——) Price (——). 





PAINT BRUSHES 


Vulcanized rubber setting, 
bristles can’t come out. 
Width f——_) length 


>: 
Only the _ finest paints 
which, if properly applied, 


will give years of wear and 
retain their beauty are sold 


by (Store Name). Our 
prices are very low consid- 
ering our high quality. 


HOUSE PAINT 


It’s true thrift to 

use this splendid 

long wearing paint Gay 

on your house or paint 
barn. Price per your 


Gal. (—) 





ENAMEL 


colored enamel Mt 
brighten 


per quart 


Our tools are of the finest quality 
They last for years and prove 


HAMMERS OF 
VANADIUM STEEL 


The toughest, hardest, best 
steel known for hammers. 
1 Ib. 8 oz. size. 


Price ( 





). 





DOOR CHECKS 


Well designed door check 
malleable iron case. For 
all doors up to 3 x 7 ft. x 
2 in. Complete with screws. 
( ). 








HAND SAWS 


Made of special steel accu- 
rately tempered and hard- 
ened — hand filed. Size 
) points ( 2 


( 








Mixeo PAINT 


Price 









YOUR STORE NAME 
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Fireplace Furnishings | 


There is a 
Touch of Qual- 


Ws SEDLEMbEr 
ity and a_ de- 
bigbt2ztet} 
charm added to 
your home  at- 


mosphere by a 





Thrifty Housewives watch for (Store Name’s) Annual September fireplace. Our 
Sale of Housewares when, they know, we offer our greatest bargains modern quality 
of the year in fine quality kitchen things. Now is the time. astares i 

style with rea- 








sonable prices. 





Double Boilers 


Of high grade heavy 
aluminum ware—inset 


and base have broad 
handle — capacity in- Cc 
set (—— qts.) 


Enamel Roasters 


Popular oval shape 
roaster of durable 
gray enamel — self 


basting cover. Size 
( ). Holds 7 Ib. : 
roast. 





Cast Iron Andirons 


In a variety of styles and finishes 
—to please the most discriminating 
decorators. 


4 Fold Spark Screens 
Heavy black rod frame with woven 
wire cloth. Brass knobs and han- 
dles. Each fold 00x00 in. 

4 Pe. Fireplace Sets 


Set consists of heavy stand, shovel, 























tongs and poker designed in styles 
“ and finishes to ensemble with our 
Wash B Boilers Enamel Ware Aluminum Kettle andirons. 





A large assortment of 






serfect, Beamat Were SPECIAL 
to be closed out dur- 
Ash Cans 






ing this great sale at 














to ( ) Values up A timely need for 

: the Home. Extra 

heavy. galvan- 

W-7 . ized ash cans that 

Well made copper bot- Ironing Table Ww-8 = 5 are — Pox 

tom wash boilers with Strong sturdily built A perfectly shaped W-1: ( gal ). _— 
bright tin plate sides ironing table with convex kettle of “13 iil 





heavy highly polished 


seasoned wood top— 
aluminum ware with 


won’t creep or wobble. 





—and seamless tin 
cover. The _ heavy 






YOUR STORE NAME 





double seamed copper Folds easily, quickly close fitting cover. 
bottom insures long and compactly. Ebonized wood grip 
service. Capacity Stands ( ) inches cover knob. Capacity 


















) gal. high. ( ) ats. 


YOUR STORE NAME 


Jiouse& Jeaning Him me | 


t’s cleaning time again, with plenty of scrubbing, polishing and 
ae to be done. Your work will be much easier if you have 
the proper equipment. Come to (Store Name). You'll find 
everything to help you at remarkably low prices. 































We Don’t Advocate Hoarding, But 
We Do Urge “Spend Wisely” 


Now is the time to shop care- 
fully. Look for quality as 
well as low prices. “The 
cheapest” usually proves the 












List House 
Cleaning Items | 








Lacquer 





Carpet Sweeper 


—the bristle brush 
is self-adjustable. 
Sturdily built with 
steel roller bear- 
: ings and heavy 
4 brush it will last 
a for years. Easy to 






















with Prices 


STORE 


Can be used to re- 
new luster on prac- 
tically any piece of 
furniture or wood- 
work. 

—just brush _ on, 
dries in 1 hour 
producing hard 
porcelain-like _fin- 
ion. Pint ( ye 


NAME 








most expensive in the long 
run. Come to (Store Name). 
Compare our high quality 
and money saving Prices! 


(List Items 
with Prices) 


YOUR STORE NAME 


























HE following correspon- 
ik comes to my desk. | 
quote from the first letter: 

“The attached correspondence 
deals with an important question 
that has been raised by a manu- 
facturer of high grade, nationally 
advertised merchandise. 

“His dealers are not giving the 
customary attention to his line. 
They are apparently going for any 
and every kind of cheap goods, to 
his disadvantage. 

“He wonders what ‘dealer loyal- 
ty’ amounts to. He questions if he 
has not been wrong, all these 
years, in paying so much attention 
to his dealers’ interests, giving 
them so much cooperation. 

“This is a matter that a great 
many business executives are think- 
ing about today, since the problem 
Is a common one. 

“I would be interested in any 
comments you care to make on this 
subject. Sincerely, 

“XYZ, INC.” 

It was my good fortune as a 
young man to work for a very 
wise merchant. This merchant 
often discussed conditions with 
me as young as I was. Once he 
said to me, “My boy, be careful 
about one thing, do not come to 
your conclusions on general con- 
ditions by JUDGING BY EXCEP- 
TIONS, although the ‘exception’ 
may naturally attract your atten- 
tion more than the average run 
of daily work.” 

Newspaper men all appreciate 
the value of “exceptional news” 
because it is the most interesting 
news. As a great editor once 
said, “If a dog bites a man there 
is nothing unusual about that. It 
is not news. But if a man hap- 
pens to bite a dog, that is excep- 
tional and it is news. Grab it.” 
Therefore, our newspapers are 
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Dealer (?) Loyalty 


By SAUNDERS NORVELL 


full of the “exceptional” and if 
we should be guided by what we 
read daily in the papers we 
would decide that all banks are 
about to fail, all merchants are 
crooks, all preachers are im- 
moral, on account of gunmen it 
is never safe to travel on our 
roads, all millionaires’ sons are 
imbeciles, and all beautiful girls 
are Dumb Doras. If we should 
read and believe that all we read 
is a common characteristic of our 
present civilization, we would be 
very much depressed and be 
ready to pass out of this life. 

In business if we are ever 
much impressed by the excep- 
tion, if some customer without 
reason pays his bills by return- 
ing goods, we would forget that 
we had hundreds of customers 
on our books who never do such 
a thing. If we have been waiting 
for our money and politely ask 
a remittance and then find the 
customer who owes us money has 
suddenly decided to buy from a 
competitor we ‘might think that 
all customers are very ungrate- 
ful, but we stop and think of all 
the other customers who do ap- 
preciate our leniency when they 
happen fo be hard up. 


A Tolerant Approach 


In order to reach correct judg- 
ment in regard to any situation 
we must approach the subject 
with a tolerant mind. We must 
think of the problem not only 
from our angle, but ‘from the 
other fellow’s angle. We must 
ask ourselves, is this an excep- 
tion or is it the rule? When we 
receive a report that a customer 





has just failed owing us a nice 
sum of money, we wonder, first 
of all, if it is a straight failure. 
Is a crook getting away with 
something? Then it is a good 
thing to remember, in order to 
balance our judgment, that in 
Bradstreets recent report on 
failures in the country only .05 
per cent were dishonest. So the 
chances are that your customer, 
although he may not be able to 
pay you, is a subject of sym- 
pathy. At least, according to the 
record of failures that is the at- 
titude you should first take in 
the case of most failures—that 
is, if.you wish to be logical and 
be guided by facts instead of ex- 
ceptional cases. 

We all know that in the past 
few years there has been a craze 
for cheap goods. This craze has 
been encouraged in quarters 
where one would expect some- 
thing else. Every merchant, if 
he stops and thinks, must realize 
that cheap goods certainly do two 
things: They reduce volume and 
they alsa reduce profits. Follow- 
ing this craze many retail hard- 
ware stores have been entirely 
revamped with the idea of selling 
cut - priced, low - priced goods. 
Their clerks, either directly or 
by inference, have become dis- 
ciples of the low-priced, cut- 
priced school. The fact that last 
year about 50 per cent of the re- 
tail hardware dealers of the 
country did not make any 
money, I believe in a consider- 
able measure, not entirely, can 
be traced back to the education 
they have received of all the ad- 
vantages of selling low-priced 
merchandise. Of course, the de- 
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pression has accelerated this ten- 
dency. In my judgment, it has 
not come entirely from the con- 
sumer. It has been accelerated 
by conditions surrounding the 
merchant himself. A good many 
merchants today have been like 
the engineer who was trying to 
run too large an engine with too 
small a boiler. What I mean is 
that a small retail business, even 
when it is doing its best, even 
when it is producing a fair 
profit, will, in the nature of the 
case, only produce so much net 
profit at the end of the year. A 
small business may support one 
family, but it will not support 
two or three large families. A 
small business may support a 
family who, on account of the 
business being small are willing 
to live upstairs over the store, 
when it will not support a coun- 
try place, boys and girls going 
to college, membership in the 
country club and two or three au- 
tomobiles. Now, the trouble is 
that many retail merchants with 
their business reduced to nor- 
malcy are actually living out of 
their inventories. They, of 
course, are compelled to buy 
staple every day selling goods. 
Therefore, their orders consist 
of this class of goods, but when 
they sell anything that is not 
called for almost daily they have 
not been replacing this article in 
stock. Some of the higher priced 
units, therefore, have almost dis- 
appeared from the stocks of the 
retail dealers. 

The manufacturers who in the 
past have been supplying these 
goods, and have been cooperat- 
ing with jobbers and retailers in 
advertising and pushing the sale 
of them, find themselves prac- 
tically without any representa- 
tion in the retail store. As stated 
above, in my judgment, the rea- 
son is the retailer, when he sells 
such goods, does not replace 
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them, but uses his cash to buy 
staples. Under such conditions, 
when the salesman of a jobber 
calls and talks about selling 
high-priced units he receives a 
deaf ear. 


Medium Sized Towns 
Fare Best 


The report on the sales and 
profits of the retail trade of last 
year indicate that the most un- 
profitable business in retailing 
is being done in the large cities 
by the very large retail stores, 
and also by the very small stores 
in the very small places. The 
most satisfactory and profitable 
retail business is being done in 
the medium-sized cities, places 
for instances of 10,000 to 25.,- 
000 inhabitants. Now, the rea- 
son for this is obvious. In the 
depression the consumer in the 
large city has been the hardest 
hit and the expenses, leases, etc., 
of the large retail dealer in the 
large city has cut into his profits. 
Now, in the very small place, it 
is my judgment that the retail 
dealers have not been keeping 
up their stocks of the better class 
of goods and higher-priced units. 
Therefore, in these days of auto- 
mobiles the business in these 
lines has inevitably drifted to the 
larger and medium-sized cities 
where the dealers have more cap- 
ital, and where they do carry bet- 
ter stocks. To illustrate the trend 
of the times a manufacturer who 
has been selling direct to the re- 
tail trade recently informed me 
that he proposed to cut out all 
effort in the way of selling goods 
in the large cities, also in the 
very small places and confine his 
sales to some ten thousand stores 
in the medium-sized cities of this 
country. 

It was his judgment that the 
best business was to be had in 
these towns and he would re- 
ceive greater loyalty from this 
class of merchants. It is notori- 


ous that the very large retail 
dealer in the large city is not 
very loyal to any particular line 
of goods. Sometimes he thinks 
it is necessary to carry all lines 
and let the best line sell itself. 
It is also a notorious fact that the 
very small dealer in the small 
place is not especially interested 
in any one brand or the other. 
He just does not think much 
about it. He takes whatever the 
jobber’s salesman happens to sell 
him. Therefore, my conclusion 
is that for loyalty to lines of 
goods, and to appreciation for 


past efforts on the part of manu- 
facturers in developing business 
the manufacturer must look 
mainly, if not entirely, to this 
middle-class retail dealer in 
these middle-class cities. 

We have another letter read- 
ing as follows: 


“... In fact, we go further 
than any other manufacturer in our 
industry in cooperating with deal- 
ers. We have a dealer service set- 
up that would be impressive even 
to you, familiar as you are with 
the elaborate efforts of the largest 
business houses. 

“We have played straight with 
our dealers, giving them every pos- 
sible merchandising assistance, 
even for departments other than 
that in which our goods are sold. 
We believe that we have every rea- 
son to expect loyalty in return, yet 
with the appearance of distress 
merchandise in our market, we 
have to listen to many dealers try- 
ing to explain why they feel obli- 
gated to handle this cut-price stuff 
in order to give service to their 
customers. 

“A manufacturer’s loyalty to 
dealers is a fine thing if it obtains 
loyalty in return. We suspect 
that we have depended too much 
on retailers’ sense of loyalty and 
appreciation of past favors. 

“That’s why I’m interested in the 
experience of other manufacturers 
who may have decided that the ad- 
vantage is all with the fellow who 
drives the hard bargains, makes 
and keeps few promises, and plays 
all ends against the middle. 

(Continued on page 43) 
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That Dameron Survey 


by CHARLES J. HEALE 
Editor, Hardware Age 


LTHOUGH Kenneth Dameron 
A remains silent since writing 
the letter published in Harp- 
waRE AGE, July 7, criticism of his 
survey on electrical appliance dis- 
tribution appears to be spreading. 
Since HarpwarE AGE first pointed 
out the unfairness, inaccuracy and 
incompleteness of the early publicity 
accorded the data developed by Mr. 
Dameron, as executive secretary of 
the Joint Electrical Merchandising 
Committee (H. A. June 9), other 
publications in the hardware, elec- 
trical and advertising fields have 
entered similar protests. 

A press release from the National 
Retail Dry Goods Association (same 
address and phone number as Mr. 
Dameron’s) led to misinterpretation 
of the scope of the work being done. 
Newspapers, trade papers and even 
the United States Government, work- 
ing presumably from this release 
spread the impression that the hard- 
ware trade occupied an insignificant 
position in the distribution of elec- 
trical appliances. This was eleventh 
place in a possible thirteen, with 0.9 
per cent of the total for all appli- 
ances and a zero in the sale of table 
appliances alone. Students of dis- 
tribution were further shocked to 
find ninth and tenth places given to 
plumbers and music stores. 

The truth of the matter is that 
Mr. Dameron’s figures are based 
solely on the sale of appliances by 
manufacturers direct to retailers with 
absolutely no evidence available to 
indicate how many manufacturers 
participated nor just who they were. 
Absolutely no consideration was given 
to sales through wholesalers which 
represents the major part of elec- 
trical appliance distribution. Whole- 
sale distribution will be covered in 
a later phase of the survey by Mr. 
Dameron, who emphasized in his one 
statement to the hardware trade, that 
the survey under discussion is merely 
a part of a complete study, which 
he is to make. 

A weakness in the methods of Mr. 
Dameron is charged by Rivers Peter- 
son, Editor of Hardware Retailer, 


“Tf Statistician Dameron has de- 
veloped a formula by which he 
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can combine the percentages given 
above (refers to 0.9, 0.0 per cent 
and eleventh place) without using 
dollar sales, and he says he did 
not, and strike a percentage aver- 
age for ‘all appliances’ that is ac- 
curate, he has made a remarkable 
contribution to the science of 
mathematics.” 

Mr. Peterson very properly asks 
Dameron what would be the relative 
positions of department and _hard- 
ware stores distribution in a case 
where a manufacturer producing but 
one per cent of all washing machines 
made 50 per cent of his sales to 
department stores and another manu- 
facturer producing 25 per cent of 
all washers had 15 per cent of his 
distribution through hardware stores. 

Electrical Merchandising, quotes 
from HARDWARE AGE and objects “to 
certain phases of the Dameron sur- 
vey, and believes Dameron exercised 
poor judgment in not making the 
scope of his survey more plain.” In 
a survey of its own, covering four- 
teen communities, that publication 
found the hardware trade responsi- 
ble for 9 per cent of the total. From 
this same source we quote further: 


“Chief error in judgment which 
Electrical Merchandising lays at 
Professor Dameron’s door is failure 
to check his survey methods and 
findings with responsible merchan- 
dising authorities in the electrical 
appliance industry before releas- 
ing figures to magazines and news- 
papers. These media, quick to 
print the figures but failing to in- 


clude proper interpretations, have 
caused considerable confusion and 
misunderstanding, have brought ac- 
cusations that the Dameron survey 
shows department store bias.” 


When Mr. Dameron declined to 
comment further or to answer the 
specific questions published in Harp- 
waRE AGE July 7, the same ques- 
tions were submitted to the eleven 
members of the Joint Committee. 
J. F. Owens and John F. Gilchrist 
prominent public utility executives 
responded. Both expressed complete 
confidence in Mr. Dameron’s sincer- 
ity. Of course, Dameron’s sincerity 
has never been questioned nor made 
an issue. Mr. Owens agreed that 
“it would have been very much better 
for the press release to have been 
delayed until complete facts were 
obtained.” Mr. Gilchrist says, “I 
should have supposed that hardware 
stores sold more appliances than 
have been sold by plumbers or music 
stores, although, looking over this 
list, I should not have placed hard- 
ware ahead of any of the others.” 

Replies from other members of 
the Committee are not anticipated 
nor does it appear likely that Mr. 
Dameron will favor us with a further 
statement. It would seem that the 
sponsors of this survey are not will- 
ing to assist in correcting the mis- 
interpretation incident to the public- 
ity given their survey. However, it 
is hoped that the Committee and the 
Dry Goods Association will give as 
wide publicity to the complete find- 
ings that Mr. Dameron has promised, 
and which he concedes will improve 
the picture as far as the hardware 
trade is concerned. 





Trade Acceptances 


tailers and wholesalers is that in 


saying in part “the system is of 
greatest benefit to industry 
where terms of thirty, sixty or 
ninety days are common.” A 
point raised has been on the loss 
of cash discount, to which Mr. 
Bean answers that the extra time 
through a trade acceptance com- 
pensates for the discount. 

Although generally believed to 
be a preferred claim in the event 
of any legal action, this sponsor 
says it is not. 

An objection raised by re- 


(Continued from page 19) 


making adjustments on_ ship- 
ments or inferiority of goods 
where an exchange of credit 
might otherwise be allowed, the 
buyer is forced to deal with the 
bank direct and has no redress 
from that source. He has a 
very definite obligation to the 
bank which the bank has pur- 
chased in the open market and 
the face value of the trade ac- 
ceptance must be met at the date 
and place designated. 
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Van Broaches the Subject 
of SALES RUTS 


A MARVIN STORE MEETING STORY 


‘by LLEW S. SOULE 
Contributing Editor, Hardware Age 


AN DAVIS was scheduled 
\V: preside at the weekly 

Marvin store meeting. Also 
it was to be his last meeting as a 
member of the main store force. 
Within a week he was to take 
charge of the branch store, and 
face new problems, including 
those of management. 

“You know May,” he said to 
Miss Garvin, “that talk of Mr. 
Higgins has given me a lot to 
think about. We do need addi- 
tional sales to the customers we 
serve, but we seem to have ac- 
quired a lot of habits that hold 
us back. We are too well satis- 
fied with making one sale. We’ve 
simply got to pull ourselves out 
of the rut.” 

“You’re right Van,” said May. 
“Why don’t you bring the subject 
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up at the meeting Friday evening? 
It will sound better coming from 
you while you are still in the old 
store than it would after you 
move to the new one.” “That’s a 
good idea,” he replied heartily, 
“Tl do it.” Therefore when he 
faced the assembled employees 
at the scheduled time, he called 
them to order and plunged boldly 
into the subject. 

“Fellows,” he said, “I would 
like to discuss something that has 
bothered me a lot recently. I 
have been trying to analyze my 
sales, and it came to me all at 
once, that I had been getting into 
a rut in my sales talks. I’ve been 
saying the same things in the 
same way to all the customers 
who came in, regardless of who 
they were, or what they wanted. 









Now I have reached the conclu- 
sion that I must vary my sales 
talks just as we vary the merchan- 
dise arrangement on the tables 
and in the windows. Perhaps 
some of the rest of you may have 
had similar experiences.” 

“T have felt the same way,” 
said Charlie Hanson quickly, 
“but I am wondering just how I 
can change my sales talks.” 

“Well, I'll tell you what I am 
doing,” said Van. “I am making 
a study of catalogs and other 
sales literature that comes into 
the store. This is giving me a lot 
of new angles on the merchandise 
and ways of bringing out the sales 
points. I am also making notes 
of the likes and dislikes, hobbies 
and habits of customers to whom 
I have found it difficult to sell. 
Last week I learned that Elmer 
Nichols is a stamp collector. I 
talked to him about stamps, and 
he became very friendly. Since 
then I have made several good 
sales to him, without very great 
effort. He seems to have confi- 


dence in me now—while in the 
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past I found it hard to convince 
him of anything.” 

“T think I know what you mean 
about ruts Van,” said Bill Hig- 
gins. “I’ve noticed that I am 
very apt to close a sales argu- 
ment with the words: ‘and it only 
costs you ten dollars,’ or what- 
ever the price happens to be. I 
was trying to sell Mr. Graham 
one of our best radio sets and be- 
fore I thought, I said: ‘and it 
only costs you one hundred and 
fifty dollars.’ He looked at me 
rather queerly, and I realized 
that the word only did not seem 
to fit with a sum of money like 
$150. He seemed to lose interest 
right there, and didn’t buy.” 

“However,” he added, “Mr. 
Marvin sold him that same radio 
a few days later. I listened in 
on the sale, and when it reached 
the point where price had to be 
mentioned I heard the boss say: 
‘It costs very little in comparison 
with the pleasure and satisfac- 
tion it will give. You have a 
family of six, and this will fur- 
nish regular entertainment and 
education to them all at a total 
cost of only $25 each. It is well 
constructed along the latest lines, 
and will give satisfactory service 
for a long time. Even at the very 
conservative estimate of five 
years—and it will last much 
longer—the cost would be only 
$5 per year for each person; no 
more than the price of a good 
seat at a single opera. No doubt 
you spend much more than that 
on entertainment for your family 
each year.” 

“Then he smiled and went on 
something like this: 

“If you were to figure the 
number of fine programs you can 
have access to in a year, the cost 
of each would be so low as to be 
almost negligible. It is like buy- 
ing a five year family ticket to a 
daily entertainment for $150, or 
a little over eight cents a day.’ 

“Mr. Marvin sold that set, and 
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I’ve used the same system several 
times since, with good results. 
By the way, the boss used a pen- 
cil and worked out his results as 
he talked, and he actually changed 
that formidable $150 into the in- 
significant sum of 8 cents a day.” 

Mr. Marvin flushed, but seemed 
pleased. “I’m glad my method 
appealed to you Bill,” he said, 
“T have found that there are 
many ways to present goods—to 
win attention—to calculate cost. 
You can divide the price among 
those the article will serve, or 
you can spread it over a term of 
years. You can also build up 
value until the full price seems 
very reasonable. When one meth- 
od fails, I try another.” 


“‘That’s fine Mr. Marvin,” said 
Van. “It brings out the fact that 
every person has some vulnerable 
spot where the right kind of sales 
presentation will win— always 
provided that the article we try 
to sell him is one he can use to 
advantage.” 

“Don’t you think we also get 
into ruts in our routine work?” 
Eddie Scanlon inquired. “I find 
myself getting into a habit of 
wanting to finish every job be- 
fore I even think of another. If 
I’m putting goods away, and a 
customer comes in, I want to 
complete the work before I at- 
tend to him.” 


Charlie Hanson was on his 
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feet at once. “As a matter of 
fact,” he said, “Eddie is usually 
the first one in the store to greet 
a customer. Yesterday I was 
marking some goods when Mrs. 
Waters came in and I never even 
saw her. I didn’t know she was 
there until I heard Eddie say, 
‘Good morning Mrs. Waters’.” 

“T’ve been in a rut myself in 
making change,” said May Gar- 
vin. “I had presumed that the 
only thing necessary was to see 
that the customer received the 
correct change. Yesterday I 
talked with the cashier of the 
Warner department store in 
Worthington. She told me their 
system of making change. 

“She said they always make 
sure of having clean bills to give 
customers, and whenever possi- 
ble bright new pennies. When 
changing a $20 bill, they give 
one $10 bill, one $5 bill, four $1 
bills and the balance in change. 
They make it a point to see that 
the change includes a quarter, a 
dime, and a nickel, whenever 
possible. They never give out $2 
bills because some people object 
to them and also because they are 
often carelessly passed out as $1 
bills. She said they seldom use 
gold coins, but if one is used they 
always call the customer’s atten- 
tion to it as sometimes a $5 gold 
piece is passed for a nickel. 

“She also said that the sales 
people are instructed to either 
count the change into the cus- 
tomer’s hand, or onto a coin pad. 
She claims that it exasperates 
customers when they attempt to 
pick up coins from the smooth 
top of a case or counter. The 
sales people are also instructed 
to count the money aloud so that 
the customer can hear the count 
as he views the change. I’m go- 
ing to follow this plan and get 
out of my rut.” 

“One of my ruts,” said Van, 
“has been that of showing the 

(Continued on page 43) 
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Developed During My Firry YEARS 
IN THE HARDWARE BUSINESS 


by L. HOWARD SMITH 


BUSINESS letter has one 
Ae two objects, to make a 

record or to furnish a sub- 
stitute for a conversation. In 
this discussion we will consider 
the art of the framer of the letter, 
not that of the stenographer who 
we will assume has been thor- 
oughly schooled in matters of 
punctuation, spelling, capitaliza- 
tion, indentation, etc. In some 
offices I have heard the one dic- 
tating calling for comma, semi- 
colon, period, etc., as he wanted 
them but it has seemed to me 
that we should be able to so dic- 
tate that a competent stenog- 
rapher can punctuate the letter 
properly. 

In business letter writing the 
rules and customs which apply 
govern language, form, size or 
scope, and tone, but the impor- 
tant factor in finished and effec- 
tive writing will always be the 
putting of what you wish to say 
in the most accurate and simple 
language. 

Instinct, properly developed 
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and cultivated, is a safer guide 
in the proper use of words than 
is logic. Many of the rules laid 
down by purists for the use of 
words are hindrances to clear 
writing instead of aids; ending a 
sentence with a preposition, the 
split _ infinitive, separating 
“only” from the word or phrase 
it qualifies, are all verboten but 
may safely be used in places 
where they strengthen your 
language. There are occasions 
when the guarded use of a slang 
phrase may add strength with- 
out appearing uncouth. 


Use Simplest Wording 
When in Doubt 


If two words convey the 
same general thought while one 
of them has two significations 
and the other but one, use that 
having the single significance, 
admittance is better than admis- 
sion. 

Other things equal, use the 
simplest and briefest wording 
and even at the expense of easy 
flowing diction it is better as a 





business proposition to use short 
sentences and paragraphs. 

Are you surprised at the state- 
ment back there that the proper 
choice of language must be a 
matter of instinct? There are 
two kinds of instinct, the kind 
that makes the baby deer remain 
motionless as danger nears and 
the kind that guides us to auto- 
matically do the right thing and 
use the proper language. This 
instinct is only developed by ex- 
perience. 

If you desire to command the 
best English instinctively you 
should familiarize yourself with 
the way masters of English use 
it and I know of no way to gain 
that knowledge other than by the 
intelligent and persistent study- 
ing of the writings of such as 


Ruskin, Hamerton, Hume, 
George Eliot, Matthew Arnold 
and Emerson. When I was a 


schoolboy my father set me a va- 
cation task of re-writing Ruskin’s 
Essays on Natural Objects, using 
the best language I could com- 
mand differing from that of the 
original. I am ashamed to ad- 
mit that, this being a vacation 
job, I resented and side-stepped 
it but I cannot think of a better 
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practice for gaining command of 
good English. 

If, in the course of correspondence, 
you have occasion to refer to previous 
communications it may be a time 
saver if you will quote from, instead 
of generally referring, to what has 
gone before; taking up your criticism 
of our selling policy in Jonesville, is 
not as goud as taking up your objec- 
tion to our selling the line of radio 
sets to two customers in Jonesville. 

Matters of form change more 
rapidly than other customs and the 
letter writer of today must be on his 
guard against using obsolete phrases. 
Here are some you should avoid. 
Don’t say, Yours of the 10th inst. to 
hand and contents noted.—We have 
your letter of the tenth and enclose 
the list for which you ask, is better. 
Don’t say, We have before us your 
favor of the tenth inst. Don’t put 
P. S. after your signature if you have 
something to add to your letter, just 
write what you have to say and be 
done with it, you are not drawing up 
a will. Don’t use “same” in referring 
to something mentioned _ before. 
Guard against that common blunder, 
“different than,” use from after dif- 
ferent. Here are some obsolete 
phrases to keep away from—said, es- 
teemed, valued, funds (for money), 
beg to advise. 


Spare the Superlative 


Be sparing in the use of adjectives 
and particularly of superlatives. If 
you study the writings of the masters 
of English you will be surprised at 
their limited use of adjectives. I re- 
call a remark made by a great man, 
“I distrusted his facts by reason of 
his adjectives.” 

Don’t say “the writer” in one part 
of your letter and “I” in another part. 
If your letter is to be signed by the 
company or firm start with “Dear 
Sir,” if it is to be signed personally 
you may start with “My dear Sir.” 
Be careful not to double up on titles, 
don’t say Doctor James Jones, Esq. 

Many people are all at sea when it 
comes to distinguishing between the 
uses of shall and will. The rule is 
simple and it will pay you to memo- 
rize it. Shall and will signify either 
expectancy, I shall be in Jonesville 
before long and shall call, or deter- 
mination, I will run over to Jones- 
ville tomorrow morning and will call 
at nine o'clock. The rule is that in 


the first person, I or we, shall is for 
expectancy or intention, will is for 
determination. In the second and 
third persons, you and they, the use 
is reversed—shall for determination 
and will for expectancy. 


Jokes Are Dangerous 


Be cautious in using jokes, famili- 
arities or sarcasm. You are playing 
with fire for the reason that in cor- 
respondence you can never know how 
the other man will be feeling when he 
reads your letter. Suppose you 
spring a joke on him and he gets 
your letter right after his wife has 
been killed in an accident; or sup- 
pose he happens to have a raging 
toothache; your joke has ruined your 
letter. If you are talking face to face 
with a man and see that you have 
made a bad start you have a chance 
to cover up gracefully, but your let- 
ter is the last word and if you irri- 
tate your customer by it you are lost. 

Above all things, make sure of your 
facts before you write your letter. 
Don’t take anyone’s say-so for your 
facts unless you have reason to place 
confidence in his knowledge and de- 
pendability. If you mis-state your 
facts you are likely to undermine your 
customer’s confidence in you and 
your house to a degree that will 
take long to overcome. Never forget 
that, for the time being, your letter 
is the last word. 

In signing your name write legibly 
(don’t hurry, you have plenty of 
time) and large. It may not be log- 
ical but it is psychological that the 
average man is more impressed with 
a large signature than with a small 
one, and it is irritating to get a letter 
the signature to which you cannot de- 
cipher—take your time. 

If you are writing a very impor- 
tant letter you can often improve it 
if you read it over aloud to yourself, 
in ordinary running over a letter you 
can easily overlook words inelegant- 
ly repeated which would be noticed 
if you heard it read. Some phrases 
sound quite different from the way 
they read and the spoken word is the 
best guide to good diction. Your lan- 
guage should not only be understand- 
able; it should convey your precise 
meaning and your entire meaning. 

The more disagreeable your subject 
the more friendly your tone should 
be. Keep in mind the great advan- 








tage in diplomatically putting the re- 
sponsibility for a refusal on the cus- 
tomer. 

Avoid unnecessarily committing 
your house to a pos‘tive ag eement; 
you can generally satisfy your cus- 
tomer in wording that does not carry 
a contract. We will give you the ex- 
clusive sale of this line, is not as safe 
as—It is our plan to give you, etc. 
The freight rate on this line is 18 
cents, is not as safe as—The railroad 
rate clerk quotes the rate as 18 cents. 
Our salesman expects to call next 
Wednesday, is better than—Our sales- 
man will see you next Wednesday. 

Always date even the most unim- 
portant note or memorandum you 
write. It does not waste much time 
and you never can tell when it may be 
a matter of importance. 

In writing to a salesman or to some. 
one in the House consider brevity. 
You will be safe in leaving off the 
“Dear Sir” and the “Yours very 
truly.” In the addressing of your en- 
velope see to it that your stenographer 
practices simplicity and _neatness; 
consider the hard working postal 
clerk. Never use “City” for a drop 
letter; it may stick to another letter 
and be carried to a far distant place. 

And now we take up the special 
work of departments. We will as- 
sume that the executives need no in- 
structions or help along these lines; 
the man who cannot write a good bus- 
iness letter does not reach the chair 
of an executive job. 


The Purchasing Department 


Correspondence from the Purchas- 
ing Department should not be re- 
stricted te manufacturers. An impor- 
tant element in the progress of any 
successful business will always be 
wholehearted cooperation between all 
departments and the buyers can help 
the sellers in many ways beside the 
mere providing of merchandise. 

Suppose the case of a sales man- 
ager wishing to interest a good cus- 
tomer in a line the house has recently 
taken on and with the merits of which 
the customer is not acquainted. The 
sales manager can enlarge on the sell- 
ing points and the advantages to the 
retailer and can then say “As for the 
merits of this particular make I am 
inclosing a letter from our buyer who 
has visited the factory and is familiar 
with the manufacturing details. Let 

(Continued on page 56) 
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OPEN SEASONS FOR MIGRATORY GAME BIRDS, 1932-33 


The open seasons here shown include both dates, and are the periods when migratory game birds may be 
taken without violating Federal regulations or State law. 


Prepared by the U. S. Bureau of Biological Survey 
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PN ERE ag s.0'0-6 6.000 oso sieisie Oct. 16-Dec. 15 Oct. 1-Dec. 31 ee fetee ee” GU ARO kkk twssdeuns  sencssdevwoen 
eS ee neers Nov. 1-Dec. 31 Oct. 16-Jan. 15 Oct. 15-Nov. 14 Ceres (VASO? 6 cc dicawdbaees  -Lemadletmee cueles 
og ea ar Nov. 16-Jan. 15 Nov. 1I-Jan. 15 Dec. 1-Dec. 31 Ry | Se re Fa 1-Sep. 30 
Nov. 20-Jan. 31 
re Get, Vee s0 OR U-RSG Fl ceccsewesees  RSINOC NO okcckCee ate em. Sede weROle See 
ios 550-0 bats ao oie evel foe Oct. 16-Dec. 15 Oct. 1-Dec. 31 Oct. 15-Nov. 14 INGe EONRMERO | iets. aivalaleceeum amare 
SUEMEIEA 55o5 5 ao ayoss 4100's oi Oct. 16-Dec. 15 Oct. 16-Jan. 15 Nov. 15-Dec. 15 se, ee Sep. 1-Dec. 15 
SOUNMRY fy Six tr 5 io Ds 0G 6 oases * Oeerhepeents Cet. Vee FU te cc cies cniee Sep. 1-Nov.30 Oct 16-Oct FO soi scisccwcnes 
oe a | At ee eer ee Nov. 1-Dec. 31 Oct. 1-Dec. 31 ADEE UDIIIOVUNGS SUR RINNE, 6 kk ci aitacic + cabsicee clades 
Rhode leland ..°...5 66). oss Oct. 16-Dec. 15 Oct. 1-Dec. 31 Oct. 20-Nov. 19 OO NOG OO  O kccecctoeees  adenecen Kntiee 
ee Nov. 16-Jan. 15 Nov. 1!-Jan. 15 Dec. 1-Dec. 31 ee eo | ae {Sep. 1-Sep. 30 
{ Nov. 20-Jan. 31 
er Oct. 1-Nov.30 CC ae | a a DU ERO, | Scene seee 4s i Pa ne eng ae 
I dieccecwcs eee su Nov. 16-Jan. 15 POOR, VotMee ee 5. lee as av clewes Ee SS: | Sep. 1-Dec. 15 
WG? THOT. 6.6 osc cie sv cee Nov. 1-Dec. 31 oe 20 od os | Sl eine rae Ce le or Sep. 1-Oct. 31 
DS vane ack es u's aS Nov. 16-Jan. 15 PO USES elk esa siene's Die URES occ webueves Oct. 1-Nov.30 
RO as sre se Ses care ss s.8% eras Oct. VeNev.s0 Get: Pee FF .nvcwsecvcwes Or EMOTE etic Rewssides Ueeaeseasemees 
SE a ee Oct. 16-Dec. 15 Oct. 1-Nov.30 Oe AR LS | Wa acta ate +o Osanna. 
Rie o a 55 WK ao os 5:0. 0:3,2 Nov. 16-Jan. 15 Nov. I-Jan. 15 Nov. 15-Dec. 15 Ae | arr a are Sep... 1-Dec. 15 
LO Sa een Pict; PGsmee. 08>” (Oct Paes us oie ss len sie case Oct. 1-Nov.30 Cee GOCE IR kk hws ce cine 
BE PENNE soc cso ss Sasa Oct. 16-Dec. 15 Oct. 1-Dec. 31 Nov. 15-Dec. 15 EAI ac wc caress” > | piv meiteearcewa 
nn oS Seg ois ea o'0 0.0 as Gk, Same ee OS. WS AO ice eseaceuee PEMPUO OME Si vicdcssc sec. > ouabain eaten 
| ar TO ee A Oce. Faovese~ “Oot... 0a 3T - necccacwsacss DESO cesses ee. Xeemnprauweh ed 
SEE EXCEPTIONS ; 
NO OPEN SEASON—Wood duck, ruddy duck, bufflehead, swans, Season opens at 12 o'clock noon on all migratory game birds except 
snow geese in Atlantic Coast States, Ross woodcock, doves and bandtailed pigeon. 
goose, and cackling geese throughout their Sunday hunting is prohibited in all States east of 105th meridian 
range, bobolink (reedbird), cranes and all except Illinois, Louisiana, Michigan, Rhode Island, Texas, and 
shorebirds except Wilson's snipe or jacksnipe, Wisconsin. 
and woodcock. In Alabama, California, Florida, Maryland, North- Carolina, Virginia, 
and Wisconsin certain days are set aside as rest days on which 
waterfowl may not be hunted. 
*EXCEPTIONS 
ES Se ee Doves, in Mobile, Baldwin, and Washington Counties, Nov. I—Jan. 31. 
Arizona..... ..Coot, Nov. 16—Dec. 
California . ..Gallinule, Oct. I—Nov. 30; Dove, in Districts 4,414, 43%, Sep. I—Oct. 31; Rails, no open season. 
Florida. . .Dove, in Dade, Monroe, and Broward Counties, Sep. 16—Nov. 15 


*,Gallinule, Oct. 1—Nov. 30. 





Kansas.... 


NN in 5 Pic 04'S ih Woodcock, Lower Peninsula, Oct. 15—Oct. 26; 

Upper Peninsula, no open season. : 

New Hampshire...... Gallinule, Sep. 16—Nov. 30. 

EF Ts 960: 0-6 ca Woodcock, north of main line of N.Y.C.R.R. from Buffalo to Albany and north of Boston & Albany R.R. from Albany 
to Massachusetts line, Oct. 1—-Oct. 31; south of above railroads, Oct. 15—Nov. 14. 

Bs tea ke binie kis hse oe Gallinule, Oct. 1—Nov. 30 

Tennessee............ Gallinule, Nov. 1—Nov. 30. 

| rere e Gallinule, in North Zone Oct. 16—Nov. 30; in South Zone Nov. I—Nov. 30. 
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The Hardware Age Window 
Display Suggestions 
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OW is the time to make a 
lL N drive on seasonal items 
such as those indicated in the 
suggestions illustrated. A fish- 
ing tackle window such as that 
below which comes from the 
Warner Hardware Co., Minne- 
apolis, Minn., should stop any- 
one with the least interest in the 
sport. 

Lawnmowers will show activ- 
ity if given the attention that the 
window of Henry F. Michell 
Company, Market Street, Phila- 
delphia, indicates. 

The original suggestions above 
utilize the HarpwarE AGE inter- 
changeable display fixtures which 
make the installation of the dis- 
plays very easy. You can have 
a sheet of instructions for build- 
ing these fixtures for the asking. 
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Who Makes It? 


Information regarding sources of supply as provided readers of HarpwaRE AGE 


by its Buyers’ Catalog Department, is presented here as an aid to others 
seeking the same articles. Much of this information will be available to 
readers in the Annual Catalog and Directory Number which will be the 
Sept. 29, 1932, issue of Harpware Ace. This issue will contain most complete 
listings of manufacturers of hardware and related merchandise, condensed 
catalogs of leading manufacturers and additional reference data that will 


be useful to the trade throughout the year. 


It will be an issue which our 


readers will wish to retain in their files until supplanted a year later by the 


Tiverton, R. I.: Who makes 
Reese’s interlocking adjustable metal 
letter and figure stencils?—P. D. 
Humphrey Co. 

ANSWER: Bunting Stamp Co., 
Pittsburgh, Pa. 
* * * 

Risinc Sun, Inp.: Provide names 
and addresses of several manufactur- 
ers of nickle plated brass plumbing 
goods of the household type.—G. B. 
Gibson’s Sons Co. 

ANSWER: Chase Brass & Copper 
Co., Waterbury, Conn.; Harvey Metal 
Corp., 74th St. & Ashland Ave., Chi- 
cago, Ill., and Globe Brass Mfg. Co., 
2925 E. 55th St., Cleveland, Ohio. 


* * * 


Dover, N. J.: Where can we buy 
pint and quart bottles?—Dover 
Hardware Co. 

ANSWER: Hazel-Atlas Glass Co., 
‘Wheeling, W. Vai; Salem Glass 
Works, West Salem, N. J., and Caps- 
ton Glass Co., Connellsville, Pa. 


a - i "ee 


* New York, N. Y.: Who makes the 
ratchet screw driver being sold for 
ten cents by one of the chain store 
systems ?—-Guiterman Co., Inc. 

ANSWER: Greenberg & Josefs- 
berg, 20 W. 23rd St., New York, 
ee 

Cuicaco, ILt.: Furnish address of 
the Federal Cutlery Co.—L. Gould & 
Co. 

ANSWER: 43 W. 23rd St., New 
York, N. Y. 

* * * 

Newark, N. J.: Who makes 
brackets suitable for use on the fold- 
ing legs of ping-pong tables?—-New 
York Hardware Co. 

ANSWER: Stanley Works, New 
Britain, Conn.; Corbin Cabinet Lock 
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1933 Catalog and Directory Number. 


Co., New Britain, Conn., and Scovill 
Mfg. Co., Waterbury, Conn. 
* * * 


Eustis, FLa.: Who makes the new 
self-feeding bottle capper?—The H. 
R. P. Miller Co. 

ANSWER: Sy-Fill Mfg. Co., 799 
Golden Gate Ave., San Francisco, Cal. 


* * * 


ELK City, OkiLA.: Who makes the 
Bronson No. 1010 fishing reel?— 
Parker Hardware Co. 

ANSWER: Bronson Reel Co.. 
Bronson, Mich. 

* * * 

ZANESVILLE, On1I0: Furnish names 
and addresses of several manufactur- 
ers of metal tags similar to those 
used during the World War for the 
identification of soldiers.—Clossman 
Hardware.Co. 

ANSWER: S. G. Adams, 411 N. 
6th St., St. Louis, Mo.; American 
Tag Co., 6151 So. State St., Chicago, 
Ill., and C. H. Hanson Co., 307 W. 
Erie St., Chicago, III. 


* « # 


McPuerson, Kan.: Who makes a 
hand power lawnmower having a 
sickle like a hay mower ?—The Peter- 
son Hardware Co. 

ANSWER: Toro Mfg. Co., Minne- 
apolis, Minn. 

* * * 

Wincuester, TENN.: Who makes 
the Humming Bird lawnmower?— 
Vaughan Hardware Co. 

ANSWER: This mower is a pri- 
vate brand, distributed by the Shap- 
leigh Hardware Co., wholesalers, St. 
Louis, Mo. 

* * * 

Suesoycan, Wis.: Where can we 
purchase malleable chain _ links, 
shaped similar to a figure 8 and made 
by some firm using a triangle trade 


mark with the letter L inside tri- 
angle?—Frank Geele Hardware Co. 

ANSWER: Thos. Laughlin Co., 
199 Fore St., Portland, Me. 


* * * 


Beaver Faris, Pa.: Who makes 
clamp-on chair seats for dining room 
chairs ?—Harry Gordon. 

ANSWER: American Fibre Chair 
Seat Co., Sunswich St., Long Island 
City, N. Y. 

* * * 

LEAKSVILLE, N. C.: Where can we 
buy rubber coats for fighting fire?— 
Jones Hardware Co. 

ANSWER: United States Rubber 
Co., 1792 Broadway, New York, N. 
Y.; Marathon Rubber Products Co., 
Wausau, Wis., and Cambridge Rub- 
ber Co., Cambridge, Mass. 


* * * 


Farrpury, ILt.: Who makes the 
Super Sieve rotary colander? Also 
rotary doughnut cutters as is in bake- 
ries ?—Walton Bros. Co. 

ANSWER: (1) Tyler Mfg. Co., 
Muncie, Ind. (2) American Cutter 
Co., 453 E. Water St., Milwaukee, 
Wis. 

* * * 

SaLaMANCA, N, Y.: Provide name 
and address of the Massachusetts tap 
and die manufacturer who is said to 
make the 10c. sellers for the chain 
stores.—Dietrich Hardware Co. 

ANSWER: Henry L. Hanson, 
Worcester, Mass. 

* * * 


Hammonp, La.: Who makes air 
cushions that can be easily inflated by 
the user ?—Lewis Hardware Co. 

ANSWER: Metropolitan Camp 
Goods Co., Inc., Athol, Mass.; New 
York Rubber Corp., Tioronda Ave., 
Beacon, N. Y., and Whitall-Tatum 
Co., 410 Race St., Philadelphia, Pa. 
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A REGULAR FEATURE 
OF HARDWARE AGE 


How’s ne Hardware Business? 


Mr. James interprets for 
hardware men, such basic 
factors as, crop outlook, 
freight car loadings, circu- 
lation of money, building 

progress, employment, etc. 
He also deals with specific 
price trends, demand for 
merchandise, shortages 
and future outlook as re- 
flected by his study of the 
national hardware market 
situation. 











ENERAL sentiment is undoubt- 

edly better, despite continuing 

quietness in actual transactions. 
While July proved itself to be a month 
of let-down in wholesale hardware 
shipments, retail activities kept a rather 
satisfactory steadiness. Extreme heat 
slowed the selling of many lines, but 
the hardware man is the accepted sup- 
plier of so many hot-weather necessi- 
ties that this demand has largely off- 
set other losses. A growing number of 
manufacturers reported not only in- 
creased promise, but a real start of in- 
creased orders last month, and July 
seems quite generally accepted as a 
usual seasonal lull on the way to bet- 
ter activity. 

It would be welcome news if an up- 
turn could be truthfully reported in 
the great “heavy” industries, which are 
still most sluggish. Yet even there 
prospects are brighter, as crop move- 
ments more largely engage the rail- 
roads, and as the new relief funds 
promise reasonable resumption of pub- 
lic works and building. The late spread 
of hopeful optimism has been various- 
ly ascribed to the accomplishments of 
the Lausanne conference, to the ad- 
journment of our Congress with a fair 
amount of belated achievement, to the 
sharp recovery in livestock values, and 
to the promise of some bumper crops. 
Even those who expect no sharp up- 
turn in general trade, seem convinced 
that the immediate future holds less of 
gloom and of danger. Washington 
hopefully estimates that the construc- 
tion to be undertaken under the new 
Unemployed Relief Act may provide a 
year’s work for about 2,000,000 men. 


Caution Still Prevails 
Continuing curtailment of operating 
and sales forces, shortening or “stag- 
gering” of working periods, maintain- 
ing of low inventories and simplified 
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by STEWART JAMES 


stocks, with other steps of watchful 
economy, mark the determination of 
business to be safe and ready for the 
long pull yet ahead. Public sentiment 
is forcing gradually an overdue show- 
up and clean-up of governmental 
waste, which will eventually relieve 
part of the inexcusable burden of tax- 
ation borne by industry. 

Wholesalers in all lines report that 
retail ordering is still of a fill-in nature 
and volume, and while a few stronger 
jobbers are placing really good or- 
ders on favorable market turns, the 
factories find current wholesale buy- 
ing frequent, but scant in volume and 
assortment, and, of course, hard to 
handle profitably. Census figures show 
a prevalence of radically reduced back- 
log stocks of most manufactured goods, 
but an increase in the reserves of many 
raw materials, despite efforts at cur- 
tailment. While prices have leveled off 
and steadied on the lines where volume 
of production has been best controlled, 
there is little feeling of buying urgency 
where large surpluses of raw commo- 
dities overhang the market. 


Steel Sentiment Better 


For the first time in months, steel 
men seem willing to commit them- 
selves to favorable predictions for this 
long-sick industry. Throughout the 
trade there is better sentiment and 
more hope, based both on_ internal 
strength and stability, and on the im- 
proved general business outlook. 

Steel prices have been showing no 
material change, but it appears that 
concessions on structural and other 
heavy material have been diminishing. 


Building Especially Inactive 


Reports to the leading trade reviews 
showed that July building was almost 
entirely at a standstill, and that the 
trades dependent on it suffered in con- 
sequence. The value of June permits 
was 7 per cent less than May, 1932, but 
64 per cent under June, 1931. 

The new home loan bank bill is ex- 
pected to relieve, and probably to bet- 
ter, the residential building situation. 
Only the sustained revival of general 
business can bring other construction 
operations to life. 


Commodity Indexes Gain 


The upward trend of wholesale com- 
modity prices continued in the week 
ended July 16, with an advance of 
three-tenths of 1 per cent as compared 
with the previous week, according to 
the U. S. Bureau of Labor Statistics. 
It was the fourth consecutive week in 
which. the general average —— 
gains. 

The Annalist index confirms the 
same trend, advancing again sharply 
to 93.1 on July 12, in its fourth week 
of recovery, and now stands at the 
highest level since Jan. 19. The gain 
for the four weeks was 6.6 per cent, 
and in points is the largest since the 
advance of July, 1929. The post-war 
low was reached on June 14. 


Western Freight Increases 


Increase in freight traffic on the 
western roads during the week ended 
July 16 was nearly double the decline 
for the same carriers in the July 9 
(holiday) week. A lesser gain was ex- 
pected in the July 23 week. A large 
portion of the rise was due to heavy 
movements of wheat in Southwest, 
though it is encouraging to find an 
upturn on the North Western and Mil- 
waukee roads, which serve the middle 
and northwest, where crops had not 
yet, begun to move in any sizable 
volume. 

On the other hand, the refusal of 
Nebraska farmers to sell wheat at pres- 
ent prices, holding, they say, for “dol- 
lar wheat,” caused the C., B. & Q. to 
close its shops at Havelock, Neb., last 
week, throwing several hundred men 
out of work. Prospects of heavy crop 
movement may thus be modified else- 
where. 


Crop Prospects Bright 


While the usual alarms have been 
sounded as to hot-weather damage to 
spring wheat in the Northwest, reports 
as late as July 25 indicate the small 
grain crops generally harvested and 
safe, and threshing going on. Corn has 
maintained its fine condition through- 
out the growing belt—rating, for ex- 
ample, in Kansas at 89 per cent of 
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since 1921. 


Trade Acceptance Benefits 


An increase in employment through- 
out the nation is likely to be one of the 
outstanding results of the campaign 
now under way by leading bankers and 
industrialists to broaden the use of the 
trade acceptance in business transac- 
tions, according to Bradstreet. The 
movement is being sponsored by a com- 
mittee under the general leadership of 
Owen D. Young. Not only will the 
wide use of the trade acceptance by 
merchants in the purchase and sale of 
goods as a substitute for open book 
accounts, stimulate employment, but it 
will turn the frozen capital now tied 
up as accounts receivable on the books 
of business men into an established and 
recognized form of liquid commercial 
paper, readily discountable at the mer- 
chant’s bank. Many new dollars should 
thereby be released. 


Signs of Reviving Activity 


More than 15,000 idle New England- 
ers have been recalled to their jobs or 
given new jobs as result of a business 
spurt during the past few weeks, a 
survey by the New England Council 
reveals. 


Several departments of the 
Waterbury Clock Co., Water- 
bury, Conn., are now working 
six days a week for the first time 
in nearly two years. Many em- 
ployees have been recalled frem 
their enforced vacations to assist 
in the production of special or- 
ders in wrist watches, electric 
clocks and in the manufacture 
of an automatic device designed 
for electric refrigerators. 


The Connecticut department of la- 
bor reported that rubber factories in 
Naugatuck were operating double 
shifts, with the largest pay rolls in 
three years. 

Eighteen new industrial plants were 
established and four others were ex- 
panded in Massachusetts in June, pro- 
viding employment for 1000 workers. 

A trend toward increased employ- 
ment in many trades was evident in 
Pennsylvania during June, according 
to the monthly report of the Federal 
Emplcyment director. 


The Florence Stove Co., Gard- 
ner, Mass., will operate on full 
time for the remainder of the 
year. More than 175 employes 
have been recalled to the plant. 

The Stewart-Warner Corp., 
Chicago, has recalled workers 
in its radio plant to take care of 
an increased demand for sets. 
The corporation also anticipates 
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normal—the highest condition rating 





Farm Price Index Up 
Five Points 


An advance of five points was regis- 
tered in the index of the general level 
of farm prices from June 15 to 
July 15, according to the U. S. Bu- 
reau of Agricultural Economies. This 
resulted from a sharp upturn in prices 
of hogs, cattle, eggs, and cotton, and 
of minor advances in five other farm 
commodities. 

The July 15 farm price index, com- 
piled by the Bureau of Agricultural 
Economics, stood at 57 per cent of the 
pre-war average, the increase since 
June 15, having been the largest re- 
corded in a month’s time since July, 
1929. Hog prices advanced about 50 
per cent during the period; cattle were 
up 19 per cent; eggs gained 13 per 
cent, and the farm price of cotton was 
up 11 per cent. Prices of small grains 
declined. 


The bureau points out that the in- 
dex on July 15 was 22 points below 
that of a year ago, and less than one- 
half of the average of July indexes for 
the preceding five years, but that 
“there is some compensation in this 
somewhat discouraging picture” in 
that there were sharp declines in 
in price of commodities that farmers 
buy and in the wages of hired farm 
labor, during the past year. The index 
of prices paid by farmers dropped 
about 18 points from July, 1931 to 
July, 1932. 

The feeding of corn to hogs is now 
more profitable than at any time since 
April, 1927, on account of the sharp 
advance in hog prices and only a small 
increase in the farm price of corn, 
says the bureau. The hog-corn ratio 
was 14.1 on July 15 as compared with 
9.6 on June 15. 





the early recall of workers in the 
automobile division. 


News Notes of Hardware 


An item of interest to sportsmen is 
that the Commissioner of Internal Rev- 
enue at Washington has informed the 
tackle manufacturers definitely that no 
excise tax will be assessed by the gov- 





ernment on any items of fishing tackle 
except rods and reels. 

Manufacturers of paint brushes are 
out with 1932-33 prices which, on the 
whole, are substantially lower than 
present levels. The reduction is es- 
pecially noticeable in the long stock 
qualities. 

Forged tool manufacturers have is- 
sued new woodchopper wedge sched- 
ules, showing a price drop of 5 to 20 
per cent, depending upon the size and 
pattern specified. 

The Crescent Tool Company have re- 
duced prices on Crescent wrenches 
about 10 per cent, and there is about 
the same reduction on their cheaper 
grade pliers. 

Producers of lead products reduced 
their quotations on July 12 14 cent on 
sheets and 15 to 25 points on pipe. The 
new pipe basis is close to the lowest 
level ever quoted on this product, in 
1896. Lead roofing washers have also 
been reduced 14 cent per pound. Traps 
and bends were not changed with the 
other products in current adjustment. 

Prepared roofings have made news 
several times since Jan. 1, and another 
price change was announced July 12. 
This time it was a sharp advance av- 
eraging about 16 2/3 per cent on the 
low-priced tale surfaced grades, and 
one of about 5 per cent on the com- 
petition slate-surfaced roofings. Prices 
did not change at this time on the 
higher qualities. Hope is general 
among hardware wholesalers and retail- 
ers that prices on this long-disturbed 
line may now show reasonable stabil- 
ity, and less of expensive and disturb. 
ing manipulation. 

Some of the patents on shingles are 
expiring soon, and a more profitable 
marketing plan for hardware distrib- 
utors may be forthcoming, to replace 
the very insufficient commissions here- 
tofore allowed by the holders of the 
patents. S 

Two eastern manufacturers are quot- 
ing sharply higher prices on spring 
clip clothes pins, effective Aug. 1. 





Conflicting Tax Interpretations 4‘ 


gloves and baseball uniforms, listed 
in Section 609, are taxable. The ex- 
ception, “Children’s toys and games,” 
was declared to apply only to the 
phrase “games or parts of games.” 
Attention has been called to a 
statement in the article on taxation 
in HarpwareE AGE of July 21, where 
reference was made to tax refunds. 
It has been stated that while this 
statement quoted Section 606, it was 
misleading, and gave the impression 
that refunds were payable on all 





page 21) 


goods in stock after the tax has been 
withdrawn and on which tax had 
been paid. These refunds, however, 
apply only to products included in 
Section 602, tires and inner tubes, 
and Section 606, covering automo- 
biles, automobile bodies, trucks, 
chassis, parts and accessories. 

In some quarters it is believed 
later interpretations of the refund 
clause may broaden its scope. But 
at present there is no specific justi- 
fication for this belief. 
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eS * pump s = is needed for either a deep or euiliue well 
and qua a at a low price is important, Myers Defiance Pump Stand- 
ards with their excellence of construction, ease of operation, dur ability 
and adaptabili ity to the most severe pumping duties meet the requirements 
perfectly. 


Hand, windmill or engine powered, with outstanding improvements to 
resist wear and breakage, they conform to present day standards of qual- 
ity, price and service, You can make money selling and installing Myers 
Defiance and other Myers Pump Standards. Complete information on 


request, 


THe FLE.MYERS & BRO.co. 


ASHLAND, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR: war “PUMPS for Every Purpose, 


WATER SYSTEMS-HAY and GRAIN UNLOADING TOOLS ~ BARN,FACTORY and 
GARAGE DOOR HANGERS: STORE ADDERS. Etc. 


Service| 


fail: 
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Quality Bargains? 
Yes! 
Price Range? 
You Bet! 


Vichek built this punch and 
chisel line for you to compete 
for all types of business and 
do it at a profit. 


No need to cut prices—you 
have the full price range, the 
quality is there and prices are 
right. 

The Vichek line keeps your 
inventory down, the values 
make sales and the quality 
builds goodwill repeats. That’s 
the modern combination for 
modern competition. Get the 
story. 


The Vichek Tool Co. /. 


3006 East 87th Street, Cleveland, Ohio 


Wrenches, Screw Drivers, Hammers, 
Chisels, Pliers 
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FAKE “CLOSING-OUT” SALES UNLAWFUL 


(Continued from page 20) 


neglect or refuse to keep accurate 
records of the articles or things sold, 
from which records the City Comptrol- 
ler may ascertain the kind and quan- 
tity or number sold. 

“Section 269. The City Comptroller 
may in his discretion verify the details 
of an inventory filed for the purpose 
of obtaining a ‘Closing Out Sale 
License,’ or he may make a check and 
verify the items of merchandise sold 
during the sale, and it shall be unlaw- 
ful for any person to whom a ‘Closing 
Out Sale License’ has been issued to 
fail or refuse to give the City Comptrol- 
lor or any person designated by him 
for that purpose all the facts con- 
nected with the stock on hand or the 
proper information of goods sold, or 
any other information that he may re- 
quire in order to make a thorough in- 
vestigation of all phases connected 
with the sale. 

“Section 270. The provisions of the 
next preceding three sections shall not 
be applicable to trustees in bankrupt- 
cy, executors, administrators, receivers 
or public officers acting under ju- 
dicial process. 

“Section 2. Any person violating or 
failing to comply with any of the pro- 


visions of this ordinance shall be 
deemed guilty of a misdemeanor, and 
upon conviction thereof shall be pun- 
ished by a fine in any sum not ex- 
ceeding Three Hundred Dollars ($300.- 
00), or by imprisonment in the city 
jail for a period not exceeding ninety 
(90) days, or by both such fine and 
imprisonment.” 


With further reference to the meas- 
ure, Mr. Phelan states: “It is impos- 
sible for any operator to hold a clos- 
ing out sale in such a manner as to 
evade the present ordinance. Of 
course, there are a great many differ- 
ent types of legitimate sales that can 
be held; such as clearance sales, 
birthday sales, dollar day sales, etc. 
The ordinance is designed to affect 
only closing-out sales or going-out-of- 
business sales.” 

The Seattle Closing-Out Sales Ordi- 
nance was sponsored by the Seattle 
Better Business Bureau, The Washing- 
ton State Retail Dry Goods Associa- 
tion and the Retail Trade Bureau. 





“IT LIKE THE DEPRESSION” 


(Continued from page 24) 


on the installment plan. When I 
would come home at night, if my wife 
was at home, she would already be in 
her bed and I would crawl into mine. 
If I came in first, it was vice versa. 

“We like the depression. We have 
come down off our pedestal and are 
really living at my house now. The 
twin beds are stored in the garage 
and the old family affair is being 
used. We are enjoying life. Instead 
of taking a hot water bottle to bed 
these cold night, she sticks her heels 
into my back just like she did before 
Hoover was elected. 

“T haven’t been out on a party in 
18 months. I have lost my book of 
telephone numbers. My wife has 
dropped all the clubs. I believe we 
are falling in love all over again. I 
am pretty well satisfied with my wife. 
Think I will keep her, at least until 
she is 40, and then if I feel like I do 
now I may trade her for two twenties. 

“TI am feeling better since the de- 
pression. I take more exercise. I walk 
to town and a lot of folks who used 
to drive Cadillacs are walking with 
me. I like the depression. My diges- 
tion is better. I haven’t been to see a 


doctor in a year. I can eat anything 
I want. 

“TI am getting real honest-to-good- 
ness food. Three years ago, we had 
a filet mignon once a week, and now 
we have round steak and flour gravy. 
Then we had roast of guinea hen, and 
now we are glad to get sow-bosom 
with the buttons on it. 

“T like the.depression. My salary 
has been cut to where I can’t afford 
to buy lettuce and spinach and 
parsley, and we can’t afford to have 
sandwiches and frozen desserts and 
all the damfoolishness which has 
killed more good men than the world 
war. 

“T like the depression. Three years 
ago, I never had the time to go to 
church. I played golf all day Sun- 
day, and besides I was so darned 
smart that there wasn’t a preacher in 
west Texas who could tell me any- 
thing. Now I am going to church 
regularly, never miss a Sunday. 

“And if the depression keeps on, I 
will be going to prayer meeting be- 
fore long. 

“I like the depression.” 
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Marvin’s Store Meetings 
(Continued from page 32) 


cheapest goods first. It’s a hard 
one to get out of, but I’m doing 
it. When a customer asks for an 
article now, and I know he can 
afford a good one, I show him 
the best we have. If I’m not sure 
as to what he can afford, I show 
him one above the average price. 
I am finding that it is much 
easier to drop to a lower price, 
if necessary, than to work up to 
a higher one.” 

“T am also beginning to rea- 
lize that a person is never flat- 
tered by showing him the cheap- 
est goods. He is flattered uncon- 
sciously when he is shown some- 
thing good, even though the price 
may seem high. Almost invari- 
ably he buys a better article than 
he had intended to, and is better 
satisfied.” 

“This has been a very interest- 
ing session,” said Mr. Marvin, 
but we must not get into the habit 


of making our meetings too long; 
that would be a dangerous rut for 
us all. I move that we adjourn 
and have our lunch.” 

“T never realized how many 
ruts people in a store can get 
into,” said May Garvin to Van 
Davis a little later that evening. 
“Well we did uncover quite a 
few,” Van acknowledged. “How- 
ever, there’s one rut I’m going to 
get out of soon, I hope.” “What’s 
that, dear,” May queried. “The 
rut of single blessedness,” he re- 
plied with a smile. May laughed 
happily. 

“T hope so too, dearest,” she 
said. Then a twinkle came into 
her eyes as she added: “I hope 
you don’t get into that rut of 
reading the newspaper every 
morning at the breakfast table. 
I’d much rather hear you talk, 
even if it is the same old sales 
argument.” 





Dealer (?) Loyalty 


(Continued from page 29) 


“Have we gone back to ‘A bird 
in the hand,’ etc.? What do you 
think about it? 

“ABC, INC.” 


Quoting from another letter it 
is put this way: 


“J. Is the manufacturer who has 
operated on the policy of thor- 
oughgoing cooperation with deal- 
ers any better off, in these difficult 
times, because of the dealer rela- 
tions he has built up? 


“2. Is he justified, in view of 
conditions, in the distributing 
trade, in adhering to his policy of 
giving primary attention to his 
dealers’ interests?” 


Another letter reads: 


“Loyalty of dealers to a manu- 
facturer is always relative—never 
absolute. Self-interest is the fun- 
damental directing motive in deal- 
ers’ actions, just as it is the motive 
of the manufacturer in formulating 
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his dealer policy. In times past 
you have already been repaid on 
many occasions and in substantial 
measure for the cooperative help- 
fulness you have contributed to 
the retail dealer. 

“But now there is a pinch. This 
is the time for dealers to rally to 
the support of those manufacturers 
who have most helpfully supported 
the dealers in the past. Are they 
doing so? It is evident, broadly 
speaking, that they are not. But 
their failure to do so is to be 
found, not in want of loyalty, but 
in the dealers’ view of what con- 
stitutes self-preservation, self-in- 
terest, under present market condi- 
tions.” 


Then this writer refers to a 
number of lines of goods. For 
instance, electric refrigerators, 
men’s shirts, etc. His size-up of 
these lines of businesses and 
what has happened indicates 
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Sells More Brushes 
in 5 Months... 
... than in entire 


year of 1931... 


HERE’S HOW IT WAS DONE! 


"Our store is very crowded and 
until lately, our brushes were 
displayed in a glass top show- 
case...which was always partly 
covered with other merchandise. 


"We have had the Wooster San- 


| 
| 
| 





pler for about 5 months and in | 
this period we have sold more | 


brushes than in the 12 months | 


of 1931! 


Brush Investment Cut in Half 


"Last year we stocked 59 dif- | 
ferent types and sizesof brush- | 


es, but since we have inst alled 
the Wooster Sampler System, we 
are now carrying only 32. 


Customers Sell Themselves 


"Our Wooster Sampler Display 
hangs in our paint department, 
directly in front of every cus- 
tomer. In many cases the cus- 
tomer has picked out his brush 
before my mention is made about 
paint or varnish. Our Sampler 
Display is within two feet of 
our cash and charge registers 
and every customer that buys at 
our store sees Wooster Brushes. 


"We are now, as never before, 
thoroly convinced that brushes 
well displayed are half sold." 


Carl E. Graeff, Mgr. 
Louis Graeff & Son, 
Hardware, Dayton, 0. 





(This statement awarded 
first prize— June, Best 
Letter Rewards for 
Wooster Sampler dealers.) 


-». A Complete, 

Efficient Brush 

Department for 
$12.75 


Order from your jobber or write The 
Wooster Brush Co., Wooster, Ohio 
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simply what has happened in all 
lines. He sums up as follows: 


“Ordinarily, you can fight this 
competition with very considerable 
success—you have proved it—by 
working closely with your dealers, 
teaching them how to sell the bet- 
ter product, showing them that bet- 
ter profits lie in that direction. 
Ordinarily, they respond to your 
cooperative efforts, because they 
can see, in normal business activ- 
ity, a going volume in which all 
dealers can share, according to 
their respective abilities. 

“But when the volume isn’t 
there, when all dealers are hard- 
pressed to stay in business, the 
customary merchandising argu- 
ments do not have the same ef- 
fect. There is no question of 
loyalty involved; no question of 
ingratitude for past help and sup- 
port. Each dealer feels the urge 
to grab what he can of such vol- 
ume as there is, with whatever it 
takes to get it. In such circum- 
stances, the leading manufacturer 
with the high grade line is bound 

- to be at a disadvantage. 

“That does not, nevertheless, in- 
dicate that the cooperative and 
helpful efforts he put forth with 
his dealers were unappreciated and 
wasted; any more than it indicates 
he was wrong to have quality 
product standards and wrong to 
stick to them. It simply means 
that he must adjust his selling op- 
erations as best he can to the con- 
ditions of a slack market and a 
hard-pressed set of dealers who, 
like other citizens, are groping for 
a way out of their ttoubles.” 


Then this long interesting let- 
ter continues: 


“While there has been buying 
generated in the consumer market 
by law and still lower prices of- 
fered first by one store and then an- 
other, the resulting volume is un- 
stable. There is absolutely no evi- 
dence, anywhere in this depression, 
that successive price reductions, on 
the part of any one manufacturer, 
for any one brand of merchandise, 
have resulted in dependable in- 
creases in volume for that manu- 
facture and that brand. 

“Many dealers have come to be- 
lieve that they do not want more 
merchandising help. They wanted 








a lower price. When they got it, 
it didn’t do them any good, be- 
cause price alone could not revive 
the vanished volume of normal 
times. How many times must it be 
demonstrated that people are not 
encouraged to buy freely in a fall- 
ing market?” 

With the material I have be- 
fore me, a booklet could be writ- 
ten on this subject. I would like 
to quote from a number of very 
interesting letters from men of 
long and active experience in 
big-way selling. What’s my judg- 
ment and conclusion? I believe 
that in business we go through 
certain eras or phases. You all 
remember the state of our minds 
before the latter part of 1929, 
when we were passing through a 
mental “new era” phase. Now 
we are at the bottom of the men- 
tal depression phase in the mid- 
dle of the year 1931. In 1929 
most of us mentally were entire- 
ly different persons from the 
people we are mentally in 1931. 
This mental condition, of course, 
affects all of our lives. We are 
living differently, we are acting 
differently and we are thinking 
differently. We have been going 
through a phase of cheap, low- 
priced goods. People usually get 
what they pay for—no more and 
no less. IN MY JUDGMENT, THIS 
PHASE IS WANING. The consumer 
is tired of cheap goods. The con- 
sumer has been stung by his 
cheap goods. He realizes cheap 
goods in the long run are not 
economical. He will gradually 
come back to a normal state of 
mind, when he will wish to buy 
merchandise of quality, and he 
will be willing to pay for it. 
Those who have not been com- 
pletely carried away with the 
idea of selling 5 and 10-cent 
merchandise, but who still have 
carried and will continue to 
carry good goods will be the first 
to feel the effects of returning 
prosperity. 
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Convention Calendar 


AMERICAN ASSOCIATION OF MaAsTER LocKsMITHS, FIFTH 
ANNUAL CoNVENTION, Royal York Hotel, Toronto, Ont., 
Canada, Aug. 8, 9, 1932. Walter S. Orrell, secretary, 
Grand Lodge, 206 Pearl St., New York City. F. Schlifer, 
president, Toronto Chapter, 927 Bloor St., W., Toronto, 
Canada. 


AMERICAN HarDWARE MANUFACTURERS’ ASSOCIATION 
ConvENTION, Hotel Marlborough-Blenheim, Atlantic City, 
N, J., Oct. 17, 18, 19, 20, 1932. Charles F. Rockwell, sec- 
retary-treasurer, 342 Madison Ave., New York City. 


Iowa Retart Harpware AsSOcIATION 35TH JUBILEE 
CoNVENTION AND HarpwakE SHow, Des Moines, Feb. 14, 
15, 16, 17, 1933. Merchandise exhibit will be held in the 
Coliseum and all sessions in the Venetian Ballroom of 
the Hotel Savery. Philip R. Jacobson, secretary, Mason 


City. 


MicHicaNn RetaiL HARDWARE ASSOCIATION CONVENTION, 
Grand Rapids, Feb. 14, 15, 16, 17, 1933. Harold W. 
Bervig, secretary, 1112 Capital Bank Tower, Lansing, 
Mich. 


NATIONAL House FurRNISHING MANUFACTURERS ASSOCIA- 
TION, sixth annual exhibit, Stevens Hotel, Chicago, IIl., 
Jan. 8 to 14, 1933. Warren Edwards, secretary, 228 N. 
La Salle St., Chicago, Ill. 


NATIONAL HarpWarRE ASSOCIATION CONVENTION, Hotel 
Marlborough-Blenheim, Atlantic City, N. J., Oct. 17, 18, 
19, 20, 1932. George A. Fernley, secretary-treasurer, 505 
Arch St., Philadelphia, Pa. 





TICKLERS 








He: “I can’t see what keeps 
you women from freezing.” 

She: “You aren’t supposed 
to, big boy.” 


“Have any of your child- 
hood hopes been realized?” 

“Yes. When mother used 
to pull my hair I wished that 
I didn’t have any.” 


“And is your daughter hap- 
pily married?” 

“Oh, yes, her husband is 
scared to death of her.” 


He (soulfully) “Do you 
think a married woman should 
work for a living?” 

She: “Of course. I don’t 
see why she should go hungry 
just because she’s got a hus- 
band.” 
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Is it too late to report that 
last Sunday the announcer in- 
troduced Judge Lindsey over 
the radio as “an authority on 
marriage and divorce and 
crime in general?” 





The court room was packed 
with spectators, who awaited 
the return of a jury that had 
been out over two hours. 
Finally they filed in and the 
foreman announced the verdict 
of “guilty.” The judge then 
sentenced the prisoner to 20 
years in the penitentiary. Im- 
mediately the attorney for the 
defense was on his feet, pro- 
testing. 

“Your Honor,” he shouted, 
“the defendant is a very sick 
man. He won’t live 20 years.” 

“That being the case,” re- 
sponded the judge, “I will re- 
duce the sentence to life im- 
prisonment.” 

















Deviously 
ITS 
BETTER 


4 


Like a fine jewel in its clear brilliance, Lustraglass has set 
a new standard for window glass far above competition... 
Look along its smooth, beautiful surface or view it at the 
edge in comparison with any other brand . . . You must admit 
that Lustraglass is obviously superior. It is the whitest of all 
glass made for windows. It transmits mare daylight and a sub- 
stantial amount of the shorter ultra-violet rays of sunlight, yet 
costs no more than ordinary window glass... Lustraglass is 


an ornament for any building. Specify it. Send for literature. 


AMERICAN WINDOW GLASS CO. 


Farmers Bank Building Pittsburgh, Pennsylvania 





Here’s your proof—29 days’ growth of tomato plant 
from seeds planted under (1) Lustraglass, (2) ordi- 


@ 


nary window glass... Note very marked differ- 


ence in height, spread and root development. 


USTRAGLASS 


FLAT=-DRAWN 2 
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E. W. McCARTY RETIRES 


Condition of Health Necessi- 
tates Resignation as Sales 
Head of American Fork and 
Hoe—Will Take Long Fish- 
ing Vacation—Friends Doubt 
He Can Remain Idle. 








In his early fifties, E. W. Me- 
Carty announces retirement from 
active business following 38 
years of success, prominence and 
respect throughout the hardware 
industry. Because of poor health 
he resigned Aug. 1 as vice-presi- 
dent in charge of sales, the 
American Fork & Hoe Co., Cleve- 
land, Ohio. He has held this po- 
sition since the merger of that 
company with Skelton Shovel 
Co. and Kelly Axe & Tool Co. 
about two years ago. Known for 
many years as secretary of J. C. 
McCarty & Co., New York City, 
one of the earliest if not the first 
commission agency sales organ- 
ization in the hardware field, 
Mr. McCarty is the oldest of the 
three sons of its founder, the 
late J. C. McCarty. 

In connection with his retire- 
ment, Mr. McCarty announces 
he will take a long and complete 
restful vacation with plenty of 
fishing. Present plans indicate 
a six months’ holiday, after which 
he has no definite plans. It is 
unlikely however that such an 
active and prominent hardware 
executive will be content to re- 
main inactive. Friends in the in- 
dustry hearing of the retirement 
freely predict that Ed. McCarty 
will be back in the picture at 
the end of his six months’ vaca- 
tion. 

Mr. McCarty continues as a 
director of the American Fork 
& Hoe Co. and is also on the 
boards of the following com- 
panies: Worcester Lawn Mower 
Co., Worcester, Mass.; Alaska 
Freezer Co., Winchendon, Mass.; 
Canadian Shovel & Tool Co., 
Hamilton, Ont., Canada; Skelton 
Shovel Co., Dunkirk, N. Y., and 
Welland Vale Co., St. Catharines, 
Ont., Canada. He was the foun- 
der of the Canadian Shovel & 
Tool Co. and the Skelton Shevel 
Co. 

Mr. McCarty maintains an of- 
fice at 253 Broadway, New York 
City, and lives at 170 Sound 
View Ave., White Plains, N. Y. 
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FRESNO HARDWARE CO. 
ERECTS NEW BUILDING 


The Fresno Hardware Co., 
Fresno, Cal., has started con- 
struction on a new one-story 
building, to cost $75,000 at 1330 
Fulton St. The building, in ad- 
dition to providing quarters for 
the firm measuring 50 x 100 feet, 
will also contain two smaller 
stores to be used for rental pur- 
poses. It is scheduled to be ready 
for occupancy before Oct. 1. The 
firm was founded in 1910 and 
officers are: W. J. Vogel, presi- 
dent; Mrs. A. L. Aldrich, vice- 
president, and A. B. McWhorter, 
secretary-manager. 





PAINT FIRMS PERFECT 
JOINT EXPANSION PLANS 


The Waterproof Paint & Var- 
nish Co., manufacturers of enam- 
els and paint specialties, Water- 
town, Mass., has become asso- 
ciated with The American As- 
phalt Paint Co., manufacturers 
of preservative paints and coat- 
ings, Chicago, Ill., in an expan- 
sion program to further the in- 
terests of both companies. 

The corporate identity of each 
concern will remain unchanged, 
and present headquarters of both 
companies will be maintained. 
E. G. Smith continues as presi- 
dent, and John J. Meehan as 
general manager of the Water- 
proof Co. Grover M. Hermann, 
president of the American As- 
phalt Paint Co., becomes vice- 
president and treasurer of the 
Waterproof Co., and George O. 





Watson, eastern manager of the 
A. A. P. Co., becomes a director 
of the Waterproof Co. Mr. Smith 
will also serve as a vice-president 


of the A. A. P. Co. 





PERMITE APPOINTS CRAIG 
EASTERN DISTRICT MGR. 


R. F. Craig, formerly New. 
York district sales manager for 
the Permite sales organization of 
Aluminum Industries, Inc., Cin- 
cinnati, Ohio, has been made 
eastern district manager. 

J. F. Christman, who was for- 
merly affiliated with the Gill 
Piston Ring Co., and S. D. Owen, 
who has had considerable expe- 
rience as a parts wholesaler, have 
been appointed to cover the east- 
ern territory under Mr. Craig. 
J. C. Sullivan has become identi- 
fied with the Kansas City office 
of the Permite organization. 





LACKNER TO MANAGE 
HAUSERMAN CO. BRANCH 


Ray A. Lackner, formerly vice- 
president in charge of sales for 
the Neely Nut & Bolt Co., Pitts- 
burgh, Pa., has become Pitts- 
burgh branch manager for the E. 
F. Hauserman Co., Cleveland, 
Ohio, manufacturer of steel par- 
titions. 





MEMPHIS DEALERS HEAR 
STRATTON AND ORGILL 


L. M. Stratton, president, 
Stratton-Warren Hardware Co., 
wholesale hardware, Memphis, 
Tenn.; Edmund Orgill, Orgill 
Brothers & Co., wholesale hard- 
ware, Memphis, Tenn., and Ed- 
ward J. Meeman, editor, Mem- 
phis Press-Scimitar, were the 
principal speakers at the month- 
ly dinner of the Memphis Retail 
Hardware Dealers Association, 
held on the evening of July 21 at 
the Hotel Gayso, Memphis, Tenn. 
A program of entertainment was 
presented at the meeting and 
President J. A. Beaty was in 
charge. 


BAIRD TO REPRESENT 
MASTER LOCK IN VA. 


“ G. M. Baird & Co., manufac- 
turers’ representatives, Memphis, 
Tenn., will handle. Master pad- 
lock sales in Virginia for the 
Master Lock Co., Milwaukee, 
Wis. 

The splendid work of G. M 
Baird, Charles W. McKnight and 
I. W. Williams of the Baird Co., 
in presenting the line in eleven 
southern states resulted in the 
addition of the State of Virginia 
to the firm’s territory. 





ELECTRIC CLOCK MANUFACTURERS ACQUIRE 
LICENSES UNDER BASIC PATENTS 


Several important clock manu- 
facturers have announced that 
they have been granted licenses 
by the Warren Telechron Co., 
Ashland, Mass., under certain 
fundamental patents pertaining to 
synchronous electric clocks. The 
same clock manufacturers have 
also been granted licenses under 
certain basic patents controlled 
by the Westinghouse Electric & 
Mfg. Co., Mansfield, Ohio, and 
the New Haven Clock Co., New 
Haven, Conn. 

Through acquiring the licenses, 
it is said that the manufacturers 
have assured themselves of com- 
plete protection and the full right 
to offer the public electric clocks 
under the important patents. 
Some suits charging patent in- 
fringement which have been filed 
in the Federal Courts, will auto- 
matically be dissolved by the 
granting of the licenses. Other 





suits charging infringement are 
still pending. 

Licenses for the use of the 
basic patents were granted to the 
Sessions Clock Co., Forestville, 
Conn.; Hansen Mfg. Co., Prince- 
ton, Ind.; William L. Gilbert 
Clock Co., Winsted, Conn.; E. 
Ingraham Co., Bristol, Conn., 
and the Waterbury Clock Co., 
Waterbury, Conn. Licenses had 
previously been granted by the 
Telechron Co., to the Herschede 
Hall Clock Co., Cincinnati, Ohio, 
and the Chelsea Clock Co., Chel- 
sea, Mass. 

Many persons vitally interested 
in the electric clock industry 
have expressed the opinion that 
this action will result in more 
stabilized price conditions and 
will tend toward a more generally 
dependable product, under full 
patent protection; thus bringing 
about a general improvement. 
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WORLD FAMOUS 


TIGER BRAND 


TUBE REPAIR KITS 


Cement, Tire 
Patches, Hose, 
Flaps, Fan Belts, | 
etc. Our new low PURE GUM 


prices satisfy Deal- r ] (; K R 
ers. Freight al- Fam 
mon 





PIPE VISES with Extra features 


These vises in your window will bring in profitable trade, will 
attract buyers of quality tools. 

These are clean cut vises, lighter, handier—more positive in 
action, stronger; smartly finished tools with the following selling 
improvements: 

Chain Vise: patented 1-piece drop-forged jaws; drop forged base 


- 
lr i i 3: E —_ handle; alloy steel screw; hardened steel nut; proof-tested 
-~ chain. 


Standard Vises: unbreakable drop forged steel hook; bodies are 
Certified Malleable Iron; jaws are carefully milled from tool steel, 


ft 
PA i, 1. | NU hardened; handles have oval ends that will not pinch hands, and 
‘4 4 screws have double-wear threads. 


Ma 5 | Se ee ee Tools (distinguished by the Arm-and- 
“Nan . + Sm ammer Trade Mark) comprise the most complete line made. 
ufactured in U Each is an improved tool. 


lowed, goods guar- 4 
anteed. A trial 
order convinces we 


save you money. 


Write today for 


Price List, Samples 
Write for Catalog 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
314 N. Francisco Ave. CHICAGO, U. S. A. 


and Catalog. 


DAVID NICHOLS CO. 
KINGSTON, GEORGIA 

















TELL YOUR NEEDS TO THE WHOLE 
WORLD OF HARDWARE 


Secure a Position, Locate a Salesman or Representative, Hire 
an Employee, Choose a Partner, Sell a Business, Rent a Store, 
or Profit to the Fullest by your share of Business Opportunities 


Make your wants known in the 
CLASSIFIED ADVERTISING SECTION 


of 
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MANY BUYERS ATTENDED 
N. Y. HOUSEWARES SHOW 


The first American House- 
wares Exhibit, held in the Hotel 
Pennsylvania, New York City, 
July 24 to 30, attracted many 
buyers and interest in the event 
exceeded the expectations of the 
exhibit committee. 

More than one hundred exhib- 
itors, including manufacturers, 
importers and wholesalers had 
displays which occupied practi- 
cally all of the rooms on the third 
floor of the hotel. Some of the 
lines prominently displayed were 
housewares, electric and gas ap- 
pliances, home and garden equip- 
ment and supplies, and labor sav- 
ing devices. 

Several of the exhibitors intro- 
duced new lines at the exhibit, 
and actual orders booked aggre- 
gated a larger volume than was 
anticipated. Many hardware 
firm buyers were among those 
who visited the show and ex- 
pressed the hope that the ex- 
hibition would be made an an- 
nual affair. 





OLD MISSISSIPPI FIRM RE- 
OPENS NATCHEZ STORE 


The Schwartz & Stewart Hard- 
ware Co., Natchez, Miss., which 
was established in 1823, and said 
to be the oldest hardware store 
in that state, has reopened for 
business after being temporarily 
closed for several months. 

H. N. Kirk of Baldwyn, Miss., 
will manage the establishment, 
while Robert Holman, who was 
connected with the store prior to 
its closing, is also associated with 
the revived firm. 


MARIETTA FIRM HAS 
DISASTROUS FIRE 


Losses aggregating $250,000,000 
were suffered by the Union 
Hardware Co., wholesale and re- 
tail hardware, Marietta, Ohio, on 
the evening of July 8, when a 
disastrous fire completely de- 
stroyed the firm’s stock and 
seven-story building. 





The firm’s records, which were 
in Marietta made safe cabinets, 
were practically the only thing 
saved. Losses were partially cov- 
ered by insurance and until an 
adjustment is made the future 
plans of the firm will not be for- 
mulated. 


VAN CLEEF COMMENTS ON 
EUROPEAN ATTITUDE 


Noah Van Cleef, Van Cleef 
Bros., manufacturers of Dutch 
brand rubber and chemical prod- 
ucts, Chicago, IIl., who has just 
returned from an extended Eu- 
ropean trip, reports that the busi- 
ness sentiment of the citizens of 
European countries is in marked 
contrast to the feeling that has 
prevailed for some time in the 
United States. 

Mr. Van Cleef visited the sales 
representatives of his firm in 
many of the old world cities for 
the purpose of acquainting them 
with new products and assisting 
them in combating present eco- 
nomic conditions. 


LEWIS HARDWARE OPENS 
IN MT. VERNON, N. Y. 


Jack Klarman and Leo Lewis, 
proprietors of the Lewis Hard- 
ware Co., formerly the Heller 
Hardware Co., Webster Avenue, 
near East Tremont Avenue, New 
York, N. Y., have opened a new 
branch store in Mount Vernon, 
N. Y., under the name of the 
County Hardware Co. Mr. Klar- 
man will manage the new Mount 
Vernon branch. 


SURPLESS, DUNN TO SELL 
AMOS HANDLES 


Surpless, Dunn & Co., manu- 
facturers’ direct representatives, 
74 Murray Street, New York, 
N. Y., and 34 North Clinton 
Street, Chicago, IIl., have been 
appointed sales representatives in 
the United States for the Amos 
Handle Co., manufacturers of 
hickory handles, Memphis, Tenn. 





HOOVER APPROVES 2-MONTH SEASON 
ON DUCKS AND GEESE THIS FALL 


The open season on_ wild 
ducks and geese has been set at 
two months for the coming fall, 
by amendments to the migratory- 
bird treaty-act regulations, 
adopted by Secretary Hyde of 
the Department of Agriculture 
and approved by the President 
(July 20). The lengthened sea- 
son, it was explained by Paul G. 
Redington, Chief of the Bureau 
of Biological Survey, which ad- 
ministers the Federal game law 
and the regulations, is made pos- 
sible by a general improvement 
observed this year over the dis- 





astrous drought conditions of 
1931, when some species of ducks 
and geese were so seriously af- 
fected that the season had to be 
cut to one month. 

The earliest open season in any 
state will be Oct. 1 and the latest 
opening date Nov. 16, with the ex- 
ception of Florida, where it will 
be Nov. 20. In Alaska the sea- 
son will open Sept. 1. 

The full details of the 1932- 
1933 open season on migratory 
birds, given by states in a con- 
venient chart form, will be found 
on page 55 of this issue. 





26th MISSISSIPPI CONVENTION 
DISCUSSED CURRENT PROBLEMS 


The twenty-sixth annual con- 
vention of the Mississippi Retail 
Hardware and Implement Asso- 
ciation, held at the Great South- 
ern Hotel, Gulfport, Miss., July 
11 and 12, adjourned after hear- 
ing constructive discussions of 
current business problems. 

There was no choice made of 
next year’s convention city, but 
this matter was referred to the 
executive committee, and the 
place and dates will be an- 
nounced later. Jackson and 
Gulfport were among the cities 
asking for next year’s convention. 

There was no election of of- 
ficers scheduled, as these were 
named at the Dixie convention, 
held in Memphis, Tenn., April 
26 to 28. Officers chosen at that 
time were: W. H. Fincher, presi- 
ident. Ben Livingston, Drew, 
vice-president, while Guy Nason, 
Starkville, was reelected secre- 
tary-treasurer. 

A discussion of utility mer- 
chandising featured the sessions 
Monday. Addresses on this sub- 
ject were delivered by G. A. 
Alexander, Gulfport, and C. H. 
Everett, Jackson. 

Although not as largely at- 
tended as in former years, the 
convention this year held much 
of interest for delegates, as cur- 
rent problems were frankly dis- 
cussed with a view of finding 
their solution. 

President Fincher presided al 
the business sessions, and Guy 
Nason, secretary, was also at his 
post of duty. 

A clean front, a modern mer- 
chandising plan and up-to-date 
newspaper advertising were de- 
clared essential in meeting to- 
day’s conditions by George 
Thomas, southern sales manager, 
Simmons Hardware Co., St. 
Louis, Mo. Mr. Thomas, for 16 
years, traveled in the south as a 
salesman and is well known 
among the Dixie hardware trade. 

“Hardware dealers must awake 
to a change in the times,” Mr. 
Thomas said. “They must look 
about and see that merchandising 
has become a highly specialized 
science, accepting as its watch- 
word not merely ‘provide a 
place to buy,’ but ‘induce the 
consumer to buy.’ Merchandis- 
ing has become so important to- 
day that the merchant who mere- 
ly operates a place of business 
has no chance for success at all.” 

Mr. Thomas also advised the 
dealers to paint up their stores, 
study store arrangement and to 
look critically at their advertis- 


ing. 

B. L. Knost, Pass Christian, 
and W. I. Moody, secretary- 
treasurer, Orjill Bros. & Co., 


| 





Memphis, Tenn., were the prin- 
cipal speakers at the afternoon 
sessions, both discussing prob- 
lems. confronting the hardware 
trade as a result of the present 
economic situation. 

In the evening, outstanding 
speakers were L. M. Stratton, 
president, Stratton-Warren Hdw. 
Co., Memphis, Tenn., and S. G. 
Thigpen, Picayune, former pres- 
ident of the Mississippi Associa- 
tion. 

It is interesting to note that 
the present Mississippi Associa- 
tion had its inception in August, 
1907, when some 30 hardware 
dealers met for the purpose of 
perfecting an organization. M. 
L. Corey, then secretary of the 
National Retail Hardware Asso- 
ciation, was present, and he was 
largely responsible for the forma- 
tion of this body. On Feb. 18-19, 
1918, Professor D. Scoates, Agri- 
cultural Engineer at Mississippi 
A. U. M. College, called together 


the implement dealers. The 
first meeting was held at the col- 
lege. 


In July, 1919, the two organi- 
zations were combined into the 
present Mississippi Retail and 
Hardware Association, the first 
combined convention being held 
at A. U. M. College in July, 
1919. Since that time the com- 
bined association has functioned 
very smoothly and efficiently. 





REVERE BRASS OPENS 
SAN FRANCISCO OFFICE 


Revere Copper & Brass, Inc., 
230 Park Ave., New York City, 
has opened a sales office at 1615 
Russ Bldg., San Francisco, Cal. 
R. H. Binns, Jr., Pacific Coast 
manager in charge of the office 
was formerly assistant sales man- 
ager of the Rome Division of 
Revere, and before that was en- 
gaged in the metal distributing 
business. 


WINNER AGAIN AGENT 
FOR FATE-ROOT-HEATH 


David N. Winner, manufactur- 
ers’ representative, 252 Brooklyn 
Ave., Brooklyn, N. Y., will again 
represent the Fate-Root-Heath 
Co., manufacturers of shoe lasts, 
cobbler outfits, grist mills, corn 
shellers, etc., in all states from 
Maine, to and including Ne- 
braska, Minnesota, Missouri, and 
the Metropolitan section of New 
York. 

Mr. Winner had represented 
the company in the same terri- 
tory from 1914 until 1929, and 
both he and the makers of Ply- 
mouth products are pleased with 
his reaffiliation. 
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Wrought Steel 
Strap and Tee Hinges 
and Hasps 


HESE GRIFFIN products offer the 
utmost in sturdy, practical hardware. 


Furnished in plain steel, cadmium finish, 
galvanized,...galvanized with brass pins... 
finishes suited for the purposes required. 


ERIE, PENNSYLVANIA 








Branch Offices:- 


NEW YORK: 45 Warren ST. BOSTON: 113 Purcnase St. 
CHICAGO: 162 N. CLINTON Sr. SAN FRANCISCO: 703 Marker St. 
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TOMORROW 
SHOWS ITS HAND 


Strikingly original in its appearance, advanced in its 
. this new, free Stainless Booklet is a captivat- 


It traces the his- 


ideas. 
ing portrayal of Stainless Progress. 
tory and predicts the future of steel products. . 
chapter is an intimate, specialized discussion of a 
particular field. Product design, Metal fabrication, 
Building, Hardware, Sports, Home and other markets 
for “Stainless” are intefestingly analyzed and beauti- 
fully illustrated. This booklet will prove valuable to 
Genuine 


. Every 


any one interested in corrosion-resistance. 
Stainless Steel is manufactured only under the patents 
of American Stainless Steel Company, Commonwealth 
Building, Pittsburgh, Pa. Write for this booklet today. 


Fill out coupon and mail it today. Your 
copy of "Forward with Stainless” will be 
sent to you without cost or obligation. 







J 


American Stainless Steel Co. » Commonwealth Buildings Pittsburgh, Pa. 




















STAINLESS STEEL 
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Combined N. Y. Radio, Electrical and Refrigeration 
Exposition, Sept. 16-24, at Madison Sq. Garden 


Marking a change from the 
practice of former years, when 
divisions of the electrical indus- 
try staged separate New York 
shows, a combined exhibitién of 
the electrical industry. will be 
sponsored by the Madison Square 
Garden Corp,,’and held in Mad- 
ison Square Garden; Néw York, 
N. Y., on Sept. 16 to 24. In 
announcing the decision to spon- 
sor the 1932 combined exhibition 
of the industry, executives of the 
corporation made the following 
statement: “Believing that the 
trend of business is now definite- 
ly upward, and that the electrical 
industry, in all its ramifications, 
is fundamentally sound and ba- 
sically in a position -of leader- 


ship, the management of Madi-4 


son Square Garden Corporation 
decided to sponsor and manage 
the combined Radio, Refrigera- 
tion and Electrical Exposition 
of 1932.” 

Special provisions wilt be 
made so that the operation of 
any electrical unit in each of the 
285 exhibitors’ booths can be ar- 
ranged for at the actual cost of 
installing the required connec- 
tions. Arrangements are also be- 
ing made to provide sound-proof 
studios for the use of radio man- 
ufacturers in demonstrating their 
products. An extra effort will be 
made to give full support ‘and as- 
sistance to exhibitors of re- 
frigerators, washers, ranges, air 
conditioning equipment and other 
products in the home electrical 
appliance field. 

In keeping with present trends, 
the management has expressed 
the intention of carrying out a 
program of rigid economy for the 
exhibitor, without sacrificing es- 
sential factors for success. Space 
prices for exhibitors will be 33% 
to 40 per cent less than for past 
shows. The event will be open 
to both the public and the trade, 
and no extra charge will be made 


to exhibitors for dealer tickets 
during trade hours. General 
admission tickets will be sold to 


the public at a reduction of 25 
to 35 per cent of former prices, 
and to exhibitors at one-half 
price (plus tax), with the privi- 
lege of rebate on unused tickets. 

The show is nine days, instead 
of one week, as in the past. The 
Friday opening affords the addi- 
tional advantage of Sunday news- 
paper publicity. Hours for the 
trade will be from 11 a. m. to 1 
p. m., excepting Sunday, from 
Sept. 17 to 24 inclusive. The 
public will be admitted from 2 
p. m. to 1l p, m. from Sept. 
16 to 24 inclusive. 

Management of the exposition 
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has been placed in the hands of 
Joseph Bernhart, who has long 
been associated with the radio 
and electrical industries. Asso- 
ciated with Mr. Bernhart are Lee 
Conover and J. F. McCrady, 


both known in hardware circles 
as former members of the sales 
staff of the A. C. Gilbert Co., 
New Haven, Conn. Mr. Mc- 
Crady more recently has been 
sales manager of The Dorfan Co. 





FOY BECOMES DISTRICT 
SALES MGR. REPUBLIC 
Norman W. Foy has been ap- 

pointed Chicago. district 

manager .of the Republic Steel 

Corp., Massillon, Ohio. Becom- 

ing associated with the Republic 

Tron & Steel Co. ag a salesman 

in 1919, ‘he subsequently ‘became 


manager of the company’s Buf- 
falo, Boston and Birmingham of- 
fices, and /was~ made_ assistant 
western manager of sales shortly 
after the present company was 
formed. 


sales 


GOVT. PAINT SELLING 

IRKS N. Y. PAINT CLUB 

Robert C. Boggess, secretary, 
New York Oil, Paint and Var- 
nish Club, has asked members of 
that organization to register’ vig- 
orous protests on the matter of 
government competition with pri- 
vate enterprise. 

Mr. Boggess, in a recent let- 
ter to members on this subject, 
said in part: “It was said at the 
meeting yesterday that the gov- 
ernment sells paints and_var- 
nishes through government and 
army stores not only to people 
in their employ, but to whoever 
wants to buy it. It was also said 
that the navy department alone 
manufactured last year over one 
million gallons of paint. 


OSBORNE, HOLYOKE, 
MASS., SUFFERS FIRE 
DAMAGE 

The Osborne Hardware Co., 
245 High Street, Holyoke, Mass., 
suffered a serious fire on the 
morning of July 17, and the firm’s 
stock, which was badly damaged, 
has been acquired by the Holyoke 
Auction Co., to be disposed of at 
public sales. 

Archie Osborne, head of the 
firm, and his son, George Os- 
borne, assistant treasurer, have 
announced that they will con- 
tinue in the hardware business as 
soon as suitable quarters for the 
new store can be found. Mr. Os- 
borne, senior, is the oldest mer- 





chant in point of service to con- 
duct a business establishment on 
Holyoke’s High Street. 





BELKNAP EMPLOYES 
FORM CREDIT UNION 


Ninety-three employees of the 
Belknap Hardware & Mfg. Co., 
Louisville, Ky., have formed the 
Blue Grass Credit Union; have 
elected officers and committees 
and the organization has started 
to function. 

The union is organized to pro- 
mote thrift and to make loans 
to its members at reasonable 
rates of interest for provident 
purposes and is one among sev- 
eral similar unions now in opera- 
tion among Louisville business 
firms. 





N. Y. STATE CONVENTION 
TO MEET IN SYRACUSE 


The thirty-first annual conven- 
tion of the New York State Re- 
tail Hardware Association will 
be held in Syracuse, Feb. 7, 8, 9, 
10, 1933. 

All convention. activities, in- 
cluding an exhibit, will be held 
in the Hotel Syracuse, the entire 
tenth floor of the hotel being re- 
served for the association during 
the meeting. 

John B. Foley, 510 Hills 
Building, Syracuse, N. Y., is sec- 
retary and manager of the asso- 
ciation. 


SHEET & TUBE CO. 
“ NAMES BENSON TREAS. 


George E. Benson, Pittsburgh, 
Pa., has been named treasurer of 
the Youngstown Sheet & Tube 
Co., Youngstown, Ohio, succeed- 
ing Walter E. Meub, who was re- 
cently elected vice-president in 
charge of finances. 

Mr. Benson is a former presi- 
dent of the Monongahela Bank 
and former vice-president of the 
Union Trust Bank, both of Pitts- 
burgh, Pa., and is a former treas- 
urer of the National Tube Co. 











EDWARD M. FOLEY 


Edward M. Foley, 57, who for 
many years had charge of the 
builders’ hardware department of 
the Wood Glass Co., 125-127 
James Street, Syracuse, N. Y., 
died July 8 at St. Joseph Hos- 
pital, Syracuse, N. Y., after an 
illness of three weeks. 

Mr. Foley was a brother of 
John B. Foley, secretary-man- 
ager, New York State Retail 
Hardware Association, and of 
James F. Foley, also of Syracuse, 
N. Y. A sister, Mrs. F. L. Reed 
of Yonkers, N. Y., also survives. 


ERNEST C. DAUM 


Ernest C. Daum, 84, of the 
Daum & Held Hardware Co., 623 
East Ohio Street, Pittsburgh, 
Pa., died July 13 at the West 
Penn Hospital. Shortly after 
the Civil War, in which Mr. 
Daum served, although he was 
born in Germany, he came to 
Pittsburgh and became identified 
with the hardware business, be- 
coming president of the firm. 





WM. NELSON TAFT 


William Nelson Taft, 42, and 
editor of Retail Ledger, Phila- 
delphia, Pa., died July 20 at his 
home in Strafford, Pa. He was 
well known as a_ convention 
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speaker and as a writer-‘on re- 


tail merchandising. Death was 
reported as suicide through 
shooting. Mr. Taft is survived 


by a widow and one son. His 
talk to the Philadelphia N. R. H. 
A. Congress in 1925 was a fea- 
ture of that gathering. 





WALTER M. BAXTER 


Walter M. Baxter, 58, Mamo- 
roneck, N. Y., hardware mer- 
chant, died July 19 at the Port 
Chester Hospital after a two 
weeks’ illness. Mr. Baxter estab- 
lished his business, the Walter 
M. Baxter Co., in Mamaroneck 
fourteen years ago. 

He was a past president of the 
Westchester County and Metro- 
politan Hardware Associations, 
president of the Mamaroneck 
Merchants’ Association, a mem- 
ber of the Lions Club, and sec- 
retary of the Shore Acres Yacht 
Club. 


JOHN F. WHITE 


John F. White, 60, president 
of the White Hardware Co., Con- 
gress and Whitaker Streets, Sa- 
vannah, Ga., died July 19 after 
a long illness. Mr. White had 
been associated with the hard- 
ware business in Savannah for 
thirty years. 
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Priced to 
meet competition a. 
Built to beat it! 


The annual announcement of 


PENNSYLVANIA Quality Lawn Mowers 
will show that these famous mowers may 
now be had in every price range. 


But the real importance of such a step 
lies in the fact that quality has not been 
sacrificed and PENNSYLVANIA Mowers 


offer better values all along the line. 
In quoting the new low prices for 


1933, the 
significant statement that “prices now 


quoted are subject to withdrawal with- 


the announcement makes 


out notice.” 


Be sure to see your jobber be- 
fore placing any orders. Not 
sold through catalog houses. 


PENNSYLVANIA 


Quality — 
LAWN MOWERS 


PENNSYLVANIA LAWN MOWER 


WORKS 


Primos, Delaware County, Pa. 
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USTOMERS want the 
worth of their money 
today as never before. 


~) How can you get these 
customers— make a 
reasonable profit—assure 
them the quality that 
brings them back for 
more? 


NOT BY SELLING GOODS OF 
QUALITY YOU, YOURSELF, ARE 
NOT SURE OF. 
The customer who buys a lantern 
is interested in price, of course, 
but he wants his money’s worth. 
There is no better “BUY” today 
than a lantern customer will get 
in a DIETZ LANTERN. 
Protect your profit, present and 
future, by giving him KNOWN- 
VALUE in a good Dietz Lantern. 


R. E. DigTZ COMPANY 


NEW YORK 


Makers of Lanterns for the 
World. Output Distributed 
Through JOBBERS Only. 


FOUNDED 1840 








FITZGERALD MFG. CO. 
OPENS CANADIAN PLANT 


The Fitzgerald Mfg. Co., Tor- 
rington, Conn., makers of Star- 
Rite electrical appliances and 
Fitzgerald gaskets, have opened 
a subsidiary company, with an 
operating factory at Toronto, 
Ont., Canada. 

During the past ten years the 
company has expanded rapidly, 
factories now being located at 
Torrington and Winsted, Conn, 
and Toronto, warehouses in Chi- 
cago and Los Angeles, and 
branch offices in many of the 
leading cities all over the world. 

The officers of the company 
are: P. J. Fitzgerald, president; 
M. D. Fitzgerald, vice-president; 
M. F. Fitzgerald, treasurer, and 
B. G. Peck, secretary. 

J. W. Simmons, who has rep- 
resented the company in Canada 
for the past twelve years, will be | 
in charge of Canadian sales. 











ORANGE, N. J., FIRM | 
MOVES AND EXPANDS | 


Lindsley’s Hardware Store, | 
now located at 13-21 South Day | 
Street, Orange, N. J., will move | 
to 319 Main Street, in the same | 
city, as soon as an addition to | 
the firm’s new quarters is com- | 
pleted and extensive alterations | 
made. 

The firm is said to be the old- ' 


est mercantile establishment in 
the Oranges, and was founded by 
the late John L. Lindsley 126 
years ago. Henry T. Stetson is 
the firm’s present president and 
secretary, while Fred W. Bleckley 
is vice-president and treasurer. 


COON RAPIDS, IA., STOCK 
MOVED TO IDA GROVE, IA. 


R. J. Leth recently purchased 
the hardware stock of the E. W. 
Gray Hardware, Ida Grove, Iowa, 
and has moved the stock of the 
hardware store which he former- 
ly operated in Coon Rapids, 
Iowa, to Ida Grove. Howard 
Deal, who was manager of the 
Gray establishment, will be asso- 
ciated with Mr. Leth. 





NITTINGER REMODELS 
SANTA MONICA STORE 


E. P. Nittinger, who has con- 
ducted a hardware and plumbing 
establishment in Santa Monica, 
Cal., for the past thirty-two 
years, has completed extensive 
alterations on the store at 1335 
Third Street. The firm’s retail 
floor space has been practically 
doubled by the changes. The 
firm also operates a sheet metal 
department located at 828 Col- 
orado Avenue, Santa Monica, and 
maintains a Westwood office at 
1087 Gayley Avenue. 





BARLOW & SFELIG PURCHASE CONTROL OF 
AMERICAN IRONING MACHINE CO. 


The Barlow & Seelig Mfg. Co., 
Ripon, Wis., makers of Speed 
Queen washers, has purchased 
controlling interest in the Amer- 
ican Ironing Machine Co., Al- 
gonquin, IIl., manufacturers of 
Simplex domestic ironing ma- 


chines. 
In announcing the purchase, 
Marshall R. Scott, secretary- 


treasurer and general manager of 
the washer concern, said: “The 
hardware trade can now offer its 
customers complete home laun- 
dering equipment under the Bar- 
low & Seelig name. We know 
that recent published statements 
as to the volume of business done 
by the hardware trade is a gross 
under-statement. Our own rec- 
ords and experience proves that 
aggressive hardware merchan- 
disers rank among our best out- 
lets for washers, and we are 
counting on them to see even 
better money making opportunity 
in offering their trade our com- 
plete line of home laundry equip- 
ment. This is our first big step 
toward producing a _ complete 
line of household electrical 
equipment.” 

The American Ironing Machine 
Co. has steadily expanded since 
its inception in 1905 until the 
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factory is now housed in princi- 
pal buildings three stories high, 
having overall dimensions of 177 
x 443 feet. The company’s line 
of inoners ranges from a 26 inch 
domestic model to a 72 inch 
ironer. It has also achieved wide 
distribution of its Simplex semi- 
commercial washers and ironers, 
and gas and centrifugal dryers 
for hospitals, hotels, etc. 

Growth of Barlow & Seelig has 
practically paralleled the ironer 
concern’s. It was founded in 
1908 by Joseph B. Barlow and 
John G. Seelig, Ripon hardware 
dealers, who saw an opportunity 
to improve on a washer they 
were selling, and began manu- 
facturing on $5,000 of borrowed 
capital. Undcr Mr. Scott, who 
became general manager in 1927, 
and who is vice-president of the 
American Washing Machine 
Manufacturers’ Association, the 
business has become nationwide. 

Distribution of the new line 
will be through the present 
washer channels, which include 
warehouses in many of the prin- 
cipal cities throughout the coun- 
try. All sales direction will be 
from Ripon, the Algonquin plant 
being maintained as an exclusive 
manufacturing unit. 








J. 8S. SPROTT 


SPROTT NAMED GEN. MGR. 
GLOBE-WERNICKE CQO, 


J. S. Sprott, formerly genera! 
sales manager, Lyon Metal Prod- 
ucts Co., Aurora, IIl., manufac- 
turers of hardware store fixtures, 
has been named vice-president 
and general :nanager of the 
Globe-Wernicke Co., Cincinnati, 
Ohio. Other changes in the ex- 
ecutive personnel as announced 
by the company include the ap- 
pointment of Oscar A.. Wilkerson 
as president and of H. C. Yeiser. 
Jr., as chairman of the board of 
directors. 

Mr. Sprott has devoted prac- 
tically his entire career to the 
office equipment and related in- 
dustries, being thoroughly expe- 
rienced in the engineering, de- 
signing, shop practice,  esti- 
mating and sales phases of the 
industry. 

Mr. Wilkerson is a prominent 
figure in the office equipment 
field and will continue to serve as 
president of the Steel Equip- 
ment Corp., Avenel, N. J., which 
is owned and operated by Globe- 
Wernicke for servicing the east- 
ern markets. 


TORCH HOSE CONNEC- 
TION STANDARDS 
(From Our Washington Bureau) 
~ The Division of Trade Stand- 
ards, Bureau of Standards, has 
sent out a proposed commercial 
standard for hose connections for 
welding and cutting torches to 
manufacturers, distributors and 
users for their consideration. 
The standard was sent out at 
the request of the National 
Screw Thread Commission and 
has been in use for several years 
by a number of producers and 
users. The establishment of the 
specification as a commercial 
standard was requested with a 
view toward increased effective- 

ness and more general use. 





START NEW YORK 
EXPORT-IMPORT FIRM 


Several former employees of 
the recently liquidated firm of 
Arkell & Douglass, Inc., export 
and import merchants, New York 
City, have organized the Deep 
Sea Export & Import Co., Inc., 
73 Pearl Street, New York, N. Y. 

Officials of the company are: 

C. E. Steinmetz, president; S. E. 
Vallette, vice-president and sec- 
retary; C. W. Kauffman, treas- 
urer, and R. Moore, assistant sec- 
retary. The new firm has been 
assured representation in over- 
seas markets by those persons 
and firms who previously repre- 
sented Arkell & Douglass. 
- The firm has also announced 
that it has secured exclusive rep- 
resentation in certain foreign 
markets for the following Amer- 
ican manufacturers: Stewart- 
Warner Corp., Chicago, Ill.; J. 
E. Harriss Co., Wooster, Ohio; 
Chicago Roller Skate Co., Chi- 
cago, Ill.; Bright Star Battery 
Co., Hoboken, N. J., and many 
others. 


SHEFFIELD VS. GLIDDEN 
IN GOLF TOURNAMENT 


An inter-company golf tourna- 
ment was held by the Sheffield 
Bronze Powder & Stencil Co. and 
the Glidden Co., both of Cleve- 
land, Ohio, on July 12. The 
foursome, composed of Z. G. 
Peck, Mr. Storey and Mr. Fulton 
of the Glidden Co., ably assisted 
by Mr. Jaroud of the Hanline- 
Goodman Co., was defeated by 
L. W. Diamond, Mr. Gross and 
Mr. Donnelly of the Sheffield 
Bronze Powder & Stencil Co., 
who also were ably assisted by 
Mr. Searl of the Western Elec- 
tric Co. 

The tournament was a bona 
fide contest, consisting of tl.irty- 
six holes at the Beechmont 
Country Club, one of the hard- 
est courses in Ohio. Z. G. Peck 
of the Glidden Co. fought a 
stubborn battle, but was unable 
to oversome an early lead gained 
by L. W. Diamond of Sheffield. 
To even up the honors the Glid- 
den Co. won the bridge tourna- 
ment which was held in the even- 
ing at the same club. 





APPOINT RECEIVER FOR 
BOEBINGER HDW. CO. 


Gordon K. Haerr was recently 
appointed receiver for the Boeb- 
inger Hardware & Supply Co., 
315-17 East Pearl Street, Cincin- 
nati, Ohio. A petition for dis- 
solution of the company was 
brought by Fred Boebinger and 
the Western Bank and Trust Co. 
for the estate of Walter Reimann. 
Under the terms of the court or- 
der creditors were required to 
present their claims on or before 
July 1. 
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Sherman 
Brass King 
Hose Nozzle 

(Patented) 


Sherman 
Clinching Type 


Mender 


Sherman Lawn Hose Fittings 


The best selling line for 


Made of Wrought 


30 continuous years. 


Brass, Sherman Fittings never rust; home owners find them the most 


satisfactory of all hose fittings and Sherman prices affect real sav- 


ings on every item. 


Sherman 
Portable 
Sherman Diamond Hose Spray Head 
Nozzle (Patented) 






/ 
\—iet ep? 






This fact coupled with Sherman Quality 


makes them the most profitable line to handle. 


Sold Through Jobbers 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK MICH. 


Sherman 
Clinching Type 
Coupling 





Sherman Wrought 
Brass Hose Coup- 
ling (Patented) 


Brass 
Hose Clamp (Patented) 


Sherman Wrought 








AUGUST 4, 





Superior Brand 
Hardware Cloth 
is true to hard- 
cloth 
standards. 


ware 


Smooth, round 
wire always 
standard size. 
Woven evenly 
and thoroughly 


galvanized. 
At Your Jobber 
G. F. Wright 

Steel & Wire Co. 


Worcester, Mass. 





1932 


















AN ECONOMICAL 


KIMBALL 
ELEVATORS 


Rugged, compact 
and efficient, these 
light Electrics 
come with frames 
sawed, drilled and 
fitted ready to in- 
stall—low initial 
cost and low up- 
keep. 












Tell us the task 
you wish it to 
perform and we 
will give data 
on machine you 
require. 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St. Council Bluffs, Ia. 
5AA 
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C. A. RICH WINNER 
OF THIRD GOLF CUP 


C. A. Rich, president, The | 
Rich Pump & Ladder Co., Cin- | 
cinnati, Ohio, has just won his | 
third cup as golf champion of the | 
Western Hills Country Club, | 
outside of Cincinnati. In the | 
past sixteen years he has been 
runner-up six times. For more 
than twenty years Champion Rich 
has been on the club’s board and 
for several years on the greens | 
committee. 


FOURTH BOSTON CON- 

FERENCE SEPT. 19-20 
The Fourth Boston Conference 
on retail distribution will be held 
at the University Club, Boston, 
on Sept. 19 and 20. The meet- 
ing has the following sponsors: 
Retail Trade Board of the Bos- 
ton Chamber of Commerce, Har- 
vard Graduate School of Busi- 
ness Administration, Massachu- 
setts Institute of Technology, 
and other Jeading university 
business schools and trade or 
ganizations. 

Daniel Bloomfield is manager 
of the conference, which is de- 
scribed as the outstanding na- 
tional forum for discussion of 
major problems and trends in 
the field of distribution. 


GRINNELL APPOINTS 
McCORMICK SALES MGR. 


A. F. McCormick has been ap- | 
pointed sales manager of the 
Grinnell Washing Machine Co.. 
Grinnell, Iowa, according to an 
announcement issued by I. N. 
Merritt, vice-president and gen 
eral manager. 

A sales promotion program, 
built on the principle of coopera- 
tion with Grinnell dealers, is be- 
ing planned by Mr. McCormick, 
Mr. Merritt and D. M. Cox, di- 
rector of sales. 

Mr. McCormick, under the 
supervision of Mr. Cox, will have 
charge of sales of Laundry 
Queen washers and Grinnell 
electric refrigerators. 


GIBBONS LEAVES 
BUFFALO WHOLESALE 


John J. Gibbons has resigned 
his position with the Buffalo 
Wholesale Hardware Co., Buffalo, 
N. Y., division of Burhans & 
Black, Inc., Syracuse, N. Y. Mr. 
Gibbons had been affiliated with 
the firm for nearly twenty years 
in the capacity of buyer in the 
sporting goods and hardware de 
partments. 

Mr. Gibbons’ plans for the fu- 
ture are not entirely complete, 
but in the interim he can be 
reached at 292 Colvin Avenue. 
Buffalo. N. Y. | 
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J. G. MeFARLAND 


McFARLAND REPRESENTS 
COLUMBIAN ENAMELING 
& STAMPING COMPANY 


J. G. McFarland, for the past 
five years housefurnishings buyer 
for Van Camp Hardware & Iron 
Co., Indianapolis, Ind., wholesale 
distributors, is now representing 
the Columbian Enameling & 
Stamping Co, Terre Haute, Ind., 
in Indiana and Illinois. At the 
age of 14 he entered the employ 
of the Creek & Heldt Co., Oak- 
land City, Ind., where he learned 
the retail hardware business. In 
1908 he went to Indianapolis to 


| enter the employ of the Van 


Camp company. After four years 


| WARREN AND CENTURY 


while Dick Watson will have {| GUS BALDWIN RETURNS 


charge of the Pomona store. 


|; SURPLESS DUNN’ WILL 
REPRESENT TOWER MFG. 


Surpless Dunn & Co., 74 Mur- 
| ray Street, New York, N. Y., and 
| 34 North Clinton Street, Chicago, 
| Ill., has been appointed exclusive 
| domestic and export sales repre- 
| sentative for the Tower Mfg. Co., 

Madison, Ind., manufacturers of 
tacks, staples, small cut nails 
and similar products. 


| 
| 
\ 





| BROWN REPRESENTS 


A. H. Brown, 56 Amherst 
Street, Cambridge, Mass., has 
been appointed as New England 
sales representative for the War- 
ren Axe and Tool Co., Warren, 
Pa., and the Century Stove & 
Mfg. Co., Johnstown, Pa. 





ST. THOMAS, N. D., FIRM 
DISSOLVES PARTNERSHIP 


The partneiship of Gust & 
Landt, hardware merchants, St. 
Thomas, N. D., was dissolved on 
July 1. W. J. Gust has taken 
over Mr. Landt’s interests and 
will continue the business. The 
dissolution of the partnership was 
made necessary by Mr. Landt’s 
illness. 





| BURKE & McCOWEN MOVE | 


in the house he was given a ter- | 


ritory. 

With the exception of four 
years with the Simmons Hard- 
ware Co., St. Louis, Mo., whole- 
sale distributors, he represented 
the Van Camp company, until 
1927, when he became housefur- 
nishings buyer. 


TO EXPAND PLANT 


The American Paint 
New Orleans, La., will construct 
a three-story annex on two sides 
of its present five-story: plant, 
which will increase capacity 
about one-third. In the past 
thirty days the organization has 
been increasing its force and the 
plant is operating on full 
schedule. 


FIRE DAMAGES STORE 


| Burke & McCowen. formerly lo- | 





| 


Works, 





Fire recently damaged the} 


Philadelphia Hardware Co., New 
Orleans, La. 


WATSONS OPEN NEW 
STORE 


Watson Bros., proprietors of 
a hardware store at 160 East 
Second Street, Pomona, Cal., 
have opened a modern hardware 
store at 108 South Euclid’ Ave- 
nue, Ontario, Cal. Bert Watson 
will act as Ontario manager. 


| conducted by Elmer Eckstam at 
| Larrabee. Iowa, and has moved 
| the stock to a new location in 


‘ in 1926. 
AMERICAN PAINT WORKS | 


The retail hardware firm of 


cated at 24 West Post Road. 


White Plains, N. Y., has moved 


| 
| 





to larger quarters at 20 East 
Post Road in the same city. Ed- 
ward J. Burke and Thomas J. 
McCowen formed the partner- | 
ship and founded the business | 


EAVES TROUGH, ETC.. 
SIMPLIFICATION 


Sifnplified practice recom. | 
mendation No. 29 covering eaves 
trough, conductor pipe, conductor 
elbows and fittings has been re- 
afirmed, without change, by the 
standing committee of the indus 
try, according to an announce- 
ment by the division of simplified 
practice of the Bureau of Stand- 
ards, Washington, D. C. 


HOCKEN BUYS STORE 


Harry Hocken has purchased 
the hardware business formerly 


the Farmer’s Store Building. 


MEDFORD FIRM MOVES 
The Hillside Hardware Co., 
formerly of 275 Boston Avenue, 
has moved to a new and larger 
store at 3.1 Boston Avenue, Med- 








ford Hillside, Mass. 


TO A. BALDWIN CO. 


Gus B. Baldwin has rejoined 
the firm of A. Baldwin & Co., 
Inc., New O.leans, La., as a spe- 
cial sales representative to con- 
tact the trade in and around 
New Orleans, where he is very 
well known. The business was 
founded in 1822. Mr. Baldwin 
is the youngest son of the late 
Albert Baldwin, who, with Cap- 
tain Slocum, took over the firm 
about 1865, and was himself con- 
nected with the business for more 
than 30 years. He had been 
vice-president and president, but 
left ‘the concern in 1927 to asso- 
ciate with an aviation trans- 
portation organization. The com- 
pany operates both wholesale 
and retail, specializing in general 
hardware and sporting goods. J. 
Herman Hitt is president. 


OLD FIRM DISCONTINUES 


Upon the expiration of the 
firm’s lease in Mctober, the E. A. 
Keller Co., Edwardsville, Il., 
will discontinue business. Henry 
Baird, president, and Henry A. 


| Dierkes, secretary-treasurer, are 


the principal owners, and both 
have been engaged in the hard- 
ware business for forty years o1 
more. 


LOUISIANA GOVERNOR 
SIGNS CHAIN STORE TAX 


Governor Oscar K. Allen of 


| Louisiana signed the chain store 


tax bill levying a graduated li- 
cense tax on chain store organ- 
izations on the basis of units. 


| The tax starts at $15 and ranges 
| to $200 for each unit in excess 
| of fifty. 
| public utilities are exempt. 


Gasoline stations and 


McCORMICK MANAGES 
GRINNELL SALES 


A. F. McCormick has joined 
the Grinnell Washing Machine 
Corp., Grinnell, Iowa, as sales 
manager. From 1923 till he went 
with the Grinnell company he 
was western sales agent for the 
J. G. Brill Co., with headquarters 
in St. Louis, Mo., and Chicago, 
Ill. Prior to that time he was 
with the Haines Automobile Co., 
Kokomo, Ind., in charge of the 
production department. From 
1916 to 1918 he was assistant 
purchasing agent for the Kissel 
Motor Car Co., Hartford, Wis., 
going from there to the Service 
Motor Car Co., Wabash, Ind., as 
purchasing agent and assistant 
treasurer. 
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NAI L “SALES 


This modern Nail package contains 
EXACTLY 5 pounds of Sterling Non- 
Splits Oval Nails. This accurate 
measurement insures full profit on 
each sale. And sales repeat quickly 
—for Sterling Non-Splits Oval Pack- 
aged Nails find instant favor with all 
Nail users as soon as they are intro- 





Many Exclusive 
Selling Features 


No longer need you worry 
about ordinary Nail com- 
petition. Now you can be 
sure of quick Nail sales 
with 100% repeat business. 


Sterling Non-Splitz is the better 


Nail. Its oval shank fits the grip—the chisel point cuts the grain 
—split wood is eliminated. High carbon content stock prevents 


bending when driven. 50 to 70% more holding power—8 to 
10% more Nails per pound. Attractive carton of unusual display 
value instantly attracts your customers. Sterling Non-Splitz are 
easier and quicker to sell—no weighing or wrapping. 


FREE Display Stand. Write } mgd for complete information and how 
to get sales-making Display Stand free. 


NORTHWESTERN BARB WIRE COMPANY 
Since 1879 
STERLING, ILLINOIS 
























~~(CHICAGO)~ 


SPRING HINGES 
Compare the Value 


of 
“Premier” Spring Pivot-Hinges 











It is the value received by your cus- 
tomer, in return for his money, that builds 
goodwill for your business. 

By comparison “Premier” Spring Pivot- 
Hinges represent a value which architect 
and contractor are quick to recognize. 

Send for New Catalogue No. HA7 


Chicago Spring Hinge Company, 


CHICAGO NEW YORK 
U.S.A. 




















NEWEST and SAFEST 





IVER JOHNSON 
-22 SUPERSHOT 











STEEL SEALED 
CARTRIDGES 


and many other 
improvements. 


Retail Price $13.75 


Safety Plus More Safety 
Counterbored chambers and extractor 
which steel seal the cartridges, heads 
flush with face of cylinder. 

A protection of solid surrounding steel safe- 
guarding against the possibility of a bursting 
head or rim discharging adjacent cartridges 
or burning trigger finger with hot gas. 
Cylinder of High Carbon Alloy ——. nest 
treated, De-Flex Rib, Scored Trigg 

Hold Grip, Independent Cylinder Stop. "piano 
Wire Springs and “Hammer the Hammer” 
safety. Chambered for eight .22 long rifle 
cartridges. 

Send for complete Firearms Catalog A covering the 
entire line. Order through your jobber. 


IVER ania ARMS & CYCLE WORKS 
‘ MASS. 







COUNTERBORED CHAMBERS 





HBURG, 


SAN FRANCISCO 
731 Market St. 


MONTREAL 


CH Pg 
511 Coristine Bids. 


New York 
151 Chambers St. 108 W. Lake St. 


Dd oe Md 
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FISH anno FROG 


SPEARS 


New Sales Appeal 





A bright new finish in green 

enamel is adding extra sales 

appeal to Arcade Fish and 

Frog Spears. Color attracts 

attention . . . more attention 
. more sales. 


Arcade Spears are made of 
only the finest spring steel... 
hand forged points . . . barbs 
especially designed to afford 
a firm hold without destruc- 
tive cutting or tearing of flesh. 


Write today for catalog of 
Arcade Hardware. Your job- 
ber will gladly supply prices. 


ARCADE MANUFACTURING CO. 
FREEPORT, ILL. 


ARCADE 


HARDWARE 











Some Thoughts on Letter Writing 


(Continued from page 34) 


me suggest that you have your clerks 
read this letter.” The dealer would 
feel flattered as he is apt to look on 
the buyer for a jobbing house as an 
outstanding expert whose opinion car- 
ries weight. 

Correspondence from the Financial 
Department, as far as it is carried on 
with the customers, is largely devoted 
to the collection of overdue accounts. 
Its range is restricted, its tone a deli- 
cate and an important matter. 


Avoid Form Letter Tone 


Because its range is so restricted a 
common weakness in these letters is 
the tendency to get into a rut and take 
on the “form letter” tone. I often see 
in trade journals sets of form letters 
recommended to merchants for use in 
getting in delinquent accounts and 
they impress me as pitfalls for the 
unwary. I have heard letters dictated 
from financial departments which 
gave me the impression that they were 
being written just so the writer could 
get an unpleasant duty off his chest; 
don’t think that the customer will not 
recognize, and to some extent resent, 
the perfunctory tone. Learn just as 
much of the customer’s personality 
and write him in a friendly way even 
though you are firm; a touch of soft 
soap if skillfully applied will not 
weaken your letter and may help to 
hold a profitable account. This cor- 
respondent has a delicate responsi- 
bility and if he cannot combine firm- 
ness and friendliness he is not likely 


to get very far. 


Even Unto the End 


When it comes to a point where the 
account can no longer be regarded as 
desirable you should still be diplo- 
matic; a man whose credit is verv 
poor today may be hitting the high 
spots a few years later. If you have 
to turn him down try to do it as if the 
fault was all his and he has forced 
you against your inclinations to ac- 
cept his decision. In this way you 
leave open a way to go after his bus:- 
ness later on without having to make 
difficult apologies. Bear in mind, 
though, that when the time comes, as 
it will, that a customer has to be told 
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flat footed that the house does not 
want his business, the letter must be 
signed by one whom he will recog- 
nize as having the authority and 
whose say-so is final. 

Correspondence from the Adjust- 
ment Department should be just as 
diplomatic as that from financial 
headquarters. This correspondent can 
never be a master in his job until he 
has learned that his highest responsi- 
bility is not to win the argument with 
His first quality should 


his next 


a customer. 
be fair-mindedness and 
diplomacy. 


Don’t Argue Over Trifles 


There may be cases in which the 
adjuster knows that the customer is 
wrong and yet the discreet and profit- 
able thing is to allow his claim. Many 
a valuable account has been lost 
through haggling over a trifle while a 
prompt and cheerful allowing of a 
claim may make a stronger friend of 
the customer than he was before. If 
you are going to allow a claim do it 
promptly and willingly. You gain 
nothing by yielding after an argument 
or in a grudging manner. 

Don’t lose sight of the fact that 
some of the largest and most prosper- 
ous businesses in the country have 
been built up largely on the policy 
that the customer is always right and 
allowing every claim without ques- 
tion. 


Again, be sure of your facts and be 
especially careful lest anything in 
your letter can be construed by your 
customer as a reflection on his word 
or his honesty; that he will never for- 
get or forgive. 

The sales, with perhaps the excep- 
tion of the Executive, is the most im- 
portant department in a_ business. 
Here it is particularly essential that 
the correspondent makes sure of his 
facts; you are likely to lose more 
than you gain if you praise qualities 
in a line that you do not really know 
are there. 

Call freely on the buyer when you 
have an important argument to drive 
home and when you feel that expert 
help from him will carry weight. If 
you know the customer personally it 
may help if you refer casually to 
some fad or amusement of his; if he 
is a lover of field sports or a fisher- 
man, ask how the birds are going to 
be this fall or how the steelheads are 
running but guard against getting fa- 
miliar unless you know your man 
well. 

It is outside the functions of this 
article to discuss sales methods other 
than those involved in letter framing, 
but I feel sure that when a sales man- 
ager gets to where his work is not 
piling up in front of him he can put 
in time to good advantage in writing 
to some customer without having any 
object other than a friendly chat on 
business conditions, future prospects, 
or any subject he may pick out. A 
friendly letter without having any 
favor to ask can be a good business 
getter. 








This artistic and attention-getting window display was arranged by M. F. Ekeroth, 
one of the owners of the Ekeroth & Sar hardware store, Wakefield, Neb. The 
miniature of the State Capitol is a fine piece of model making. 
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Kimball 
HAND POWER ELEVATORS 
FastandSafe | #4 y 


A most inexpensive and 
simple elevator to install 
and operate where an elec- 
tric elevator is not feasible 
— comes sawed, drilled, 
fitted ready for anyone 
handy with tools to as- 
semble and install. 


Builders of 


Hand Power 
Light Electrics 
Push Button 
and All Types of 
Electric 

Elevator 


Machines 
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WRITE FOR DETAILED INFORMATION ON 


KIMBALL ELEVATORS 
KIMBALL BROS. CO. 


1205-19 Ninth St, Council Bluffs, Ia. 
4AA 











CINCINNATI'S 
LARGEST HOTEL 


yet not too large to give you personal service 

. one thousand rooms each with bath... 
five famous restaurants where you meet the 
traveling public who know good food . . . de- 
licious menus at reasonable prices. A pleas- 
ant room with private bath and three enjoyable 
meals . . . and yet you keep your expenses well 
under $5.00 a day. 70% of all rooms at $2.50, 
$3, $3.50 and $4. . . Garage. 





Conveniently located on Famous Fountain 
Square in the heart of Cincinnati's retail, whole- 
sale and amusement districts. 


Write for literature with map. 


C. C. SCHIFFELER . . . Managing Director 


Effective 





Announcing 





September 1 

the retail price of the 

EDLUND JUNIOR No. 

5 CAN OPENER will J 

be reduced from 75c to  y 


There will be no lowering of quality because 
of this reduced price. 
and materials in the opener itself, as well 
as the packaging, will be kept at the same 
high standard. Thus, you will now 
to offer your customers the best of its kind 
at a reasonable price. 


The workmanship 


From your jobber or direct. 


EDLUND CO.,Burlington, Vt. 


Manufacturers of 


Can Openers—“Top-off” Jar Openers— 
Egg Beaters 


be able 
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CHAIN LINK FENCE 


























quality. 


Si 


SLL... 
FENCE 


Tue Stewart line of Iron and Chain Link Fences are 
nationally known and accepted—distinguished by their high 


We have a plan to offer that insures the sale of our products. 
Our message of profit for you will be sent upon request. 


IRON 


and 


WirRE 


ENCES 
THE STEWART IRON WORKS CO., Inc. 





814 Stewart Block 
Cincinnati, Ohio 














“The Greater 
HOTEL CIBSON 


CINCINNATI 
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1932 


AUGUST 4, 





IRON PICKET FENCE 
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What's New 


for Retail 














New and Improved Merchandise— 
Display Helps—Sales Liter ature— 
Window Trims— New Packages 
—New Colors—New Deals— 
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Hardware Stores 





Modernistic Victor 
Electric Clock 


In ebony colored Bakelite 
molded material. All metal 
parts chromium plated. Height, 
4% in.; width, 4% in.; 2% in. 


dial. List, $10. Dealer cost, $6. 
Victor Electric Products, Inc,, 
712 Reading Road, Cincinnati, 
Ohio. 


Greenfield Furnishes 
“Stub” Taps with 
Square Shanks 

In order to make them avail- 
able for all automatic tapping 
machines. Greenfield Tap & Die 


Corp., Greenfield, Mass., states 
that this will not prevent their 
effective use in machines which 
are equipped with chucks or col- 
lets for plain round shank taps, 
but will make them suitable for 
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the machines which drive by the 
shank and square. There will 
be no change in price, and until 
further notice: taps with plain 
round shanks will also be fur- 
nished when specified. “Stub” 
taps are supplied in machine 
screw sizes, and have been ex- 
tremely successful in automatic 
tapping machines which run at 
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high speeds and operate on small 
parts, says the maker. “Stub” 
tap, designed primarily for tap- 
ping in thin metals, has a short 
thread section and taper flutes, 
which for through tapping gives 
it extra rigidity and strength in 
long hard service, says the maker. 


Ronson Sheffield 
Razor Blade 


Made of finest specially 
wrought Sheffield steel, rustless 
and stainless, and may be re- 
sharpened in the Ronson Razor 
many times, says Ronson Prod- 
ucts, Inc., Newark, N. J. Made 
double thick, with reinforced 
shaving edges, hand whetted, 
hand stropped, tested on all four 
edges. 








“How to Light Your 
Home” Booklet 


Attractively printed and _illus- 
trated in colors, has been issued 
by the Incandescent Lamp De- 
partment, General Electric Co., 
Nela_ Park, Cleveland, Ohio. 
Features typical home scenes in 
which good lighting plays a vital 
part. Accompanying each pho- 
tographic illustration are sketches 
showing types of fixtures best 
suited to each lighting require- 
ment, with recommendations as 
to the proper lamps for each fix- 
ture. In addition, the booklet 
presents a series of Mazda lamp 
recipes for the various types of 
fixtures commonly used in home 
lighting today. 


of *, 
t 
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Reflex Automatic 
Ventilating Window Lock 
Designed to make it almost 
impossible for a burglar to gain 
entrance. through a _ window, 
without breaking the glass, says 
the Reflex Chemical & Mfg. Co., 
8920 Empire Avenue, Cleveland, 
Ohio. Arm locked by turning 
knob to right. When airing room 
arm should be pushed to right 








LOWER SASH 











till stopper is passed. Upon low- 
ering window (if lock is proper- 
ly installed), the arm will hit the 
tapered part of stopper and auto- 
matically return to locking po- 
sition. | Lock should be placed 
on top of lower window, in line 
with stopper. The maker states 
that when properly installed the 
arm will ride the stopper a little, 
preventing the window from rat- 
tling. Illustration shows opened 
position of lock. List price, 35c. 


Ray-O-Vac Cremefreezer 

For producing ice cream and 
frozen desserts in mechanical re- 
frigerators. French Battery Co., 
Madison, Wis., states that the 
principle is that of scraping 





Sunbeam Ironmaster 
Automatic Iron 

Weight 3% lb., size same as 
ordinary 6% Ib, electric iron. 
Has 1000 watt heating element, 
conducting heat to surface of 
iron by specially designed sole 
plate and pressure plate. Chi- 
cago Flexible Shaft Co., Roose- 
velt Road and Central Avenue, 
Chicago, Ill., states that by this 
construction it reaches ironing 
heat.faster, stays hotter while 
ironing and irons faster. Thirty 
day guarantee, authorizing dealer 
to accept iron for refund or ex- 
change in thirty days. Suggested 
retail selling price, $8.95. 





away the crystals of the frozen 
mixture from the sides of the 
container, as they are formed by 
the freezing process. The Creme- 
freezer is placed in the re- 
frigerator freezing compartment. 
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Build Trade 
With Toys 


Only a few years ago Toys 
were looked upon as a novelty 
in a Hardware store. 


Today Toys are a staple in 
many Hardware stores and all 
who sell them agree that noth- 
ing so attracts the trade of 
Boys and Girls. 


You can keep posted on 
what is New in Toys, as well 
as New methods of displaying 
and merchandising them by 
reading Hardware Age. 


HARDWARE AGE 


239 West 39th Street, New York, N. Y. 
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Spring __* Hinges 
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a 
Millions 
and Millions 


of People are Pushing 


Them 


whenever they open a door 





Follow the line of least resistance 


sen BOMIMECL aways 


They are the best 


Bommer Spring Hinge Co., Brooklyn, N. Y. 











FLORENCE 
HEATERS 


R ange Burners 


Gas Ranges 





will make money for you this fall 


FLORENCE STOVE CO. 
GARDNER, MASS. 


Manufacturers of Oil Ranges, Ovens, Space Heaters 
Range Burners—Gas Ranges and Electric Ranges 



















SCREEN WIRE CLOTH 
POULTRY NETTING 
GALVANIZED 
HARDWARE CLOTH 
BRADS AND NAILS 


CORTLAND, N. Y, 





AUGUST 4, 1932 





Cortland. 






FORSTNER 


Labor Saving 
) AUGER BIT 


Bores Any Arc 


of a Circle Many 


New Uses 


The Forstner Auger Bit, un- 

_like other bits, is guided by its 

circular rim instead of its center, 

consequently it will bore any arc of 

a circle, and can be guided in any 

direction regardless of grain or knots, 

leaving a true polished surface. Takes 

the place of a chisel, gouge, scroll-saw, or 

lathe tool combined. For core boxes, fine 

and delicate patterns, veneers, screen work, 

— fancy scroll twist columns, newels, 

ribbon molding and mortising. 

Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 














ARROW ELECTRIC GUAR- 
ANTEED CORD SET 
Guarantee packed in each box 
provides replacing defective cords 
within one year from purchase 
date. Made with Kant Kink 
Elasticord; clip fastening heater 
plug and unbreakable rubber 
cap. Cord is made self-folding 
by elastic braided with cord in 
manner so elasticity is always re- 
tained. Entire assembly carries 
Underwriters’ Laboratories 
proval and label and is a qual- 
ity product throughout, states 
the maker, Arrow Electric Divi- 
sion, The Arrow-Hart & Hege- 
man Electric Co., 103 Hawthorne 
Street, Hartford, Conn. No. 102, 
having switchless plug, has a 
suggested resale price of $1; 
dealer cost in standard packages 
of 12, 65c. each; less than stand- 
ard packages, 75c. each, and in 
half gross lots or over in one 
shipment, 60c. each. No. 103, 
equipped with switch type plug, 
has suggested resale price of 
$1.25; dealer cost in standard 
packages of 12, 80c. each; less 
than standard packages, 90c. 
each, and in half gross lots or 
over in one shipment, 75c. each. 
Standard package forms attrac- 
tive counter display box as illus- 

trated. 





Booklet on Goodrich 
Two-In-One Tape 


Made of fabric, completely im- 
bedded in unique rubber com- 
pound with high degree of ad- 
hesion. Joint is wrapped only 
once, and wrapping is practically 
as permanent as original insula- 
tion on the wire, says The B. F. 
Goodrich Co., Akron, Ohio. The 
maker claims the following ad- 
vantages: high factor of safety, 
single ply testing 8000 to 10,000 
volts; for voltage above 220 dou- 
ble thickness is advised; moisture 
cannot penetrate; will not dry 
out and uncoil from wire; uni- 
form thickness, breaking point 
for one ply, 38 to 41 Ib.; resists 
heat, cold and abrasive wear; 
fabric cannot unravel; clean to 


handle. 
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Red Cross Blasting 
Nos. 2, 3 and 4 F.R. 


A series of explosives devel- 
oped by the explosives depart- 
ment of E. I. du Pont de 
Nemours & Co., Wilmington, 
Del., are said to be of a radically 
new type. The maker states that 
these so-called free-running pow- 
ders actually are dynamite of 
special grades in loose form, par- 
ticularly designed for use in 
sprung holes. No. 2 F. R. 
adapted for replacing black pow- 
der in this work. Nos. 3 and 4 
F. R. are well adapted for top 
loads in certain types of well 
drill work. No. 4 F. R. is also of 
advantage for road work. 

The maker states that field ex- 
perience shows that 60 to 75 Ibs. 
of the free running powder will 
replace 100 lbs. of black powder. 








New Cutter Blades for 
Ridgid Pipe Cutters 


Are of new thin blue super- 
steel with solid hub. The Ridge 
Tool Co., Elyria, Ohio, states that 
they give more cuts than usual, 
practically without burr. Rein- 
forced hub cast into blade does 
away with Ridgid cutter blade 
assembly with only slight in- 
crease in price, says the maker. 
List prices, 35c. on Nos. 1 and 
2, 70c. on Nos. 3 and 4. Dealer 
discount, 50 per cent. 
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Speedwax Liquid 
Floor Wax 


Can be applied to hard wood, 
linoleum, rubber and asphalt tile 
floors, giving a luster without 
rubbing or polishing, says Speed- 
wax Sales Co., Inc., 10 Boston 
Street, Newark, N. J. Applica- 
tion with cloth, sponge or mop. 
The maker states that one gal- 
lon of Speedwax will cover about 
2500 square feet the first coat 
and 3000 the second coat.  Illus- 
tration shows attractive colored 
display card, measuring 11 in. by 
14 in. 





Simplex Offers 
Three Models 

Of five tube, superheterodyne 
type. Cabinets, 12 in. high by 9 
in. wide. Complete unit weighs 
13 lb. Model Q, “all-wave.” list, 
$41.50, single set of tapped coils 
and five point switch covering 
frequency of 15 to 550 meters, 
without use of converter, addi- 
tional tubes, or extra controls. 
Model P, 75-550 meters, list 
$36.50, designed to cover police, 
amateur and airplane bands. 
Model No. N, 200-500 meters, 
list $33.50, standard broadcast 
receiver. All three models 
housed in attractive cabinet with 
full range tone control, built-in 
antenna, dynamic speaker and 
RCA tubes; 25-45 cycle or 220 
volt A. C. available at extra list 
of $1.50 and 110 or 220 volt D. C. 
at extra list of $5. The Simplex 
Radio Co., Sandusky, Ohio. 





Hometies Twine Holder 
With 1 oz. 4 ply twine net, 

approximately 350 feet, suggested 

10c. 


retail selling price, com- 


plete. Refills, 214 oz. net twine, 
lists at 10c. Twine and holder 
and twine refills packed in 


boxes of 12, 12 boxes to ship- 
ping container. May be attached 
to wall, table, etc. Attractive 
display cards available. January 
& Wood Co, Maysville, Ky. 





Atkins Cross- 
Cut Saw Book 


For dealers and users of cross- 
cut saws for timber cutting and 
sawing. Book describes 
“Silver Steel Segment Ground 
Cross - Cut There are 
twenty-eight pages devoted to 
practical information on the care, 
use and manufacture of the 
cross-cut saw and related tools. 
“Saws with the Blue Stick” are 
described and _ illustrated 
throughout the book. The “seg- 
ment grinding” process is clear- 
ly explained and diagrammed and 
nine popular patterns of one and 
two-man cross-cut saws are shown 
with accompanying explanations 
of their respective functions. Six 
styles of handles shown, together 
with actual size illustrations of 
the various tooth patterns. Sup- 
plement in back of book on saw 
fitting tools and files, as well as 
several pages of illustrated in- 
structions for filing and setting 
cross-cut saws. E. C. Atkins & 
Co., 402 South Illinois Street, In- 
dianapolis, Ind. 


farm 


Saws.” 





Jack’s Bass-Houn 
Display Card 

Measures 1l in. x 14 in., die 
cut and equipped with easel. 
Contains 12 Bass Houns. Mara- 
thon Bait Co., Wausau, Wis. 


states that Jack’s Bass Houn is 
tied entirely of deer hair on No. 
1 hook. List, 75c. each. Cork 
body Bass Houn, covered with 
chenille on No. 2 hook, lists at 
40c. each. Bass Houn also tied 
in three smaller sizes: Crappic 
Houn on No. 4 hook, list 30c.; 
Blue Gill Pup on No. 6 hook, 
list 30c., and Trout Houn on No. 
8 hook, list 30c. Each member 
of “Houn” family in 10 patterns. 
Catalog for 1932 illustrates Bass 
Houn in all patterns in actual 
colors and describes complete 
line. 


gests Jack’s Bass-Houn Fiat: | 


TheChaiceof Experts 
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TAPES 





Accuracy is the first thing—and the 


most important thing—that a customer expects in a 
Tape or Rule. That accounts for the popularity, 


leadership and salability of LyrRay prod- 
ucts. Handle them with confidence. 
You will find them most profitable. 


Distributed Thru Jobbers 
Send for Catalog 


THE [UFHIN fpULe C70. 


SAGINAW, MICHIGAN 
106 LaFayette St., New York City 


and RULES 














a 
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PLYMOUTH PRODUCTS 
—— BIG SELLERS 


COBBLER OUTFITS and Shoe 
Lasts and Stands are in big 
demand right now. Shoes are 
worn longer—men are “half- 
soling their own.” Display Ply- 
mouth Cobbler sets on your 
counter and in your window 
and watch them sell. Plymouth 
Products also inelude “Gem,” 
“Little Giant,” ‘Never Fail” 
and “R & H” Corn Shellers and 
“Rapid” and “Korn King” 
Grist Mills. Write for catalog 
and low prices. 


THE FATE-ROOT-HEATH CO. 
1322-1358 High 8St., 
Plymouth, Ohio 
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& St. Louis’ 
Popular 
au, Fireproof 
Hotels 


THE AMERICAN orricu 


275 ROOMS 
EACH WITH A BATH 
MARKET STREET at SEVENTH HOTELS 


RATES $2.00 UP 
St. Louis, Mo. 





THE ANNEX 


226 ROOMS 
EACH WITH A BATH 
MARKET STREET at SIXTH 
RATES $1.50 UP 














SERVICE QUALITY 
ACCURACY 
Buffalo Bolts . . . the reliable 
bolts that have served indus- 
try for three generations are 
available in attractive cartons 
with easy-to-read labels. 


BUFFALO BOLT CO. 
North Tonawanda New York 


AUGUST 4, 1932 





BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Sample free. 








) LAS c 
RERERING PAS 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 




























... Are you interested in 


unsurpassed paint brush 







values that your customers 






just can't help buying? .. . 
Watch for announcements 


in September. 


THE OS80RN MANUFACTURING COMPANY 


5401 Hamilton Avenue + Cleveland, Ohio 
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Walworth Parmalee 
Brass Pipe Wrench 


For brass or copper pipe, tubes 
or rods where smooth or polished 
surfaces are to be protected. The 
maker states that its sturdy pro- 
tective girth grasps without leav- 


ing teeth grooves. Nut lock 
type, made in four sizes, from 4 
to 4 inches. All sizes furnished 
with nut locks which operate 
from the girth end. Walworth 
No. 1 made with either nut lock 
or sleeve lock, which is worked 
from the handle. Handle, girth 
and lock bolt are cf drop forged 
steel toughened and hardened by 
heat treatment. May be used in 
close quarter work. Walworth 
Co., general sales offices, 51 East 
Forty-second Street, New York 
City. 


Wells Screw Plates 


Complete with stock, adjusta- 
ble guide, taps, dies and tap 
wrench, packed in metal hinged 
cover box. One size stock, one 
outside diameter of die and one 
size tap wrench furnished for all 





assortments, 9/16, 5% and % tap 
and dies can be added to the No. 
Y% or YF sets any time and have 
the regular equipment furnished 
with a No. % or No. %F set. 
Assortments having No. % stock 
‘with adjustable guides for ™%- 
% , No. %4 tap wrench for holding 
taps, %4-%. For cutting NC 
(National Coarse) same as USS 


threads, No. %, %4-%4, No. %, 


%-%, No. %, %4-% and % 
pipe. For cutting NF (National 


Fine) same as ASME, SAE or 
USF threads. No. %4F, %4-%, 
No. %F, %4-%, No. %F, %- 
*% and % pipe. Wells Tool Co., 
Greenfield, Mass. 


Pre-Selling Campaign on 
Moore’s Gas Ranges 


Described in portfolio having 
pockets containing circular mat- 
ter and specimens of eight mail- 
ings sent at intervals of three 
days, used in campaign, includ- 
ing letter signed by the president 
of Moore Bros. Co., Joliet, Ill. 
In connection with the plan the 
company furnishes dealer a per- 
manent file and prospect cards, 
alphabetically indexed. Upon re- 
ceipt of prospect’s name the 
Moore organization mails an ac- 
knowledgment to the dealer and 
starts the mailing campaign to 
the prospect, entire cost being 
assumed by the manufacturer. 
The dealer is urged in the port- 
folio to follow up the company 
mailings with personal calls 
With the last mailing a free gift, 
Handy Kitchen-Aid with window 
cleaning edge and pot, pan and 
dish seraper edge is mailed. 





Casement Window 
Top Closer 


Operates independently of 
bottom adjuster; a half turn of 
crank, opening or closing. Ad- 
justable from one to _ thirty 
pounds’ pull. Double interlock- 
ing sash requires but one closer. 
Southern Weather Strip Co., 7 
West Grove Avenue, Orlando, 
Fla., states that there is no inter- 
ference with drapes or shades, 
that it operates successfully on 
windows regardless of height or 
warp, reinforces sash, will not in- 
jure glass or sash in operating, 
and furnishes an extra lock. 
Dealer cost, $2. Suggested re- 
tail price, $2.50. 








Reeo Neonimator Motor Driven Flasher for 
Neon Lights 


Flashes the high voltage or sec- 
ondary side of neon transform- 
ers. Accurate timing is assured, 
as it is motor driven and adjusta- 
ble for speed, reliable and _ posi- 
tive in action, says Reynolds 
Electric Co., 2650 West Congress 
Street, Chicago, II]. Contact 
made and broken through a 
spark. Six circuits, capacity up 
to 15,000 V.. 30 M.A. per cir- 
cuit (one 450 V. A. transformer). 
Contacting mechanism consists of 
stationary contact, six electrodes 
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and revolving disc inclosed in 
porcelain housing. Induction 
disc type motor, adjustable for 
speed—30 per cent fast, 30 per 
cent slow. The maker states that 
it will not burn out if stalled 
and that it consumes 5 watts or 
less. For use on any A. C., 110 
v., 60, 50 or 25 cycle line. Speed 
from 200 times per minute to 15 
times per minute. Mounted in 
steel cabinet, 6 in. x 6 in. x 4 in. 
May be used for large variety of 
effects. 





e 
Washers 


One Minute 


No. 80. illustrated, large 
vitreous porcelain enamel tub, 
submerged aluminum agitator, 
large precision cut gears, outside 
automobile type clutch control, 
full tub opening and gear cases 
cast in one piece. Electric water 
pump at small additional cost. 
Model 90, large vitreous porce- 
lain enamel tub, large wringer 
rolls, aluminum agitator, out- 
side clutch control and large pre- 
cision cut gears. Gears inclosed 
in one-piece gear case and packed 
in oil. Sediment zone under agi- 
tator collects loosened dirt, pre- 
venting it from being washed 
back into clothes. Model 100, 
with new type wringer, featuring 
full floating balanced tension, au- 
tomatic safety release, automatic 
inclosed non-splash drain, solid 
safety dry feed board. Has large 
vitreous porcelain enamel tub, 
aluminum agitator and precision 
cut gear assemblies. Full nickel 
trim. Water pump at slight ad- 
ditional cost. Respective list 
prices, except in far west, 
$69.50, $89.50 and $99.50. One 
Minute Washer Co., Newton, 
lowa. 


Horton Mfg. Co. Issues 
Circulars No. 604, 605 
respectively 

Horton, Pioneer, Emerald, Pi- 
oneer (gasoline) and the Hor- 
ton Perfect 36, standard, deluxe 
and gasoline models. Both cir- 
culars, which are attractively 


Describing the 


printed in color, illustrate and 
describe the washers and give de- 
tails as to the various models. 
Horton Mfg. Co., Fort Wayne, 
Ind. 


Terre Town Toys 


Small toy house, No. 15, list 
10c., packed in envelope. Garage 
and house set No. 50, list 50c., in- 
cludes four toy houses packed in 
unique container from which a 
garage may be _ constructed. 
Fortress No. 150, list 75c, has 
port holes, large entrance door. 





double floors and watch towers. 
Four room doll house No. 250. 
list $1, printed in green and 
black with red roof and cutaway 
back. One room doll house No. 
200, list $1, may be quickly as- 
sembled or taken down.  Life- 
size play house No. 500, list 
$1.95, stands 39 in. x 34 in. x 42 
in. French windows and doors 
open outward. Terre Town Toy 


Tradesmen, Terre Haute, Ind. 
All items of corrugated wood 
fiber board. Dealer discount, 40 
per cent. 


Bond Official Boy 
Scout Electric Lantern 


A combination spotlight and 
spreadlight, using two long life, 
large size No. 102 Mono-Cells 
and standard Mazda bulb. Steel 
case of rugged steel, with smooth 
rounded corners, finished in 
durable Boy Scout khaki, Girl 
Scout green or bright red enamel. 
May be clipped on belt or 
pocket, hung from button or car- 
ried in hand. Handle folds. 
Suggested retail selling price, 
No. «2404, $1.25, complete with 
Mono-Cells. Dealer cost, with- 
out Mono-Cells, 68c. Assortment 
No. 240, comprising two of each 
of three colors, mounted on at 
tractive counter card, costs dealer 
$4.08, without Mono-Cells. Re- 
tail value of assortment, $7.50 
with batteries. Bond Electric 
Corp., 257 Cornelison Avenue, 
Jersey City, N. J. 
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50% Dealer Profit in this 
. Special Maydole Assortment 

















MERE DIEI AL S CELELEAL This new assortment 
of Maydole ‘‘Best 

=QUALITY HAMMERS = Sellers,’ convenient- 
ee ly packed in an at- 

arkd aplite Fee Desperate. Dernteh, Mew Veet tractive display car- 
Choose from This Assortment a Hammer for Your Needs ton, includes ham- 
th te Oe Oa ee eee eee mers of the famous 
see] oes | oS. lS Maydole quality in 
sean mee | Onde taser | Newch Hanmer | DMT Mammer sufficient variety of 
$1AS each SLI0 each $0 ech Te exch ITT types, sizes and 
sae ee | St Se a i prices to cover the 
requirements of the 

















average dealer. And 

the dealer enjoys a 

50% profit. 

Write or ask your 

jobber for complete 

details. 

David Maydole 
Tool Corp. 
Norwich, N. Y. 








SAMSON CORDAGE WORKS 


“BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX and SACHEM brands 


each the standard of quality for its particular use. 
“There IS a OTsifagaiy e in Sash Cord”’ 
OTHER BRAIDED CORDS* COTTON TWINES 


Send for catalogue, samples and selling information 





The Slogan Is: “SAVE i. 


Kitchen utensils, electrical appliances, brass, steel, copper 
goods, art glass, etc., are being SOLDERED for ECONOMY. 
People are not discarding anything that can be SOLDERED 
and SAVED. Every customer for solder is a prospect for 


The Perfect 
SOLDERING 


and TINNING 
FLUX 

for ALL METALS. It fluxes quickly, makes solder adhere 
securely to the metal and will not rust, damage or tarnish 
the metal. Shipped ready for use in % pt., pint, quart, 
1, 5 or 10 gal. containers, also % barrels and _ barrels. 
Good profit. 

RUBY CHEMICAL CO. 


68 McDowell St., Columbus, Ohio 





Send for FREE sam- 
ple and prices. 





The Big Seller 


For Automotive Work 


Show the B. & C. Adjustable “S” Wrench to every 
motorist—they’ll like its quick adjustment feature, un- 
failing grip and comfortable shape—it fits the hand per- 


fectly. Unequalled for automotive work. 
Ba 


All standard sizes. Good seller. 
Ask your Jobber. 


BEMIS & CALL CO. 
Springfield Mass. 














Steel Brick and Mortar Hods 





No. 162 Brick, 


No. 158 Mortar, 
22”x10"x7” deep. 


26”x12” x 1144” deep. 
Have been used for years because of their strength 
and lightness. No dripping onto the user’s back. 
‘They are all steel too. 
Present Prices Will Interest You 
Made by 


THE CLEVELAND WIRE SPRING CO. 
E. 38th St. and Hamilton Ave. Cleveland, Ohio 








REVOLVERS 
SHOTGUNS 





MARK 
Send for catalog 


Harrington & Richardson Arms Company 
Worcester, Mass., U. S. A. 











‘The symbol of 
oy : Li ° e . 
Ys, quality in chain 
| LOS : 


P There is an ACCO Chat 

4 ° industrial, farm and beme parpese 
a —in bulk or made into . 

, eee 
ne. Made by the ’s largest man- 
ufacturer of welded and weldiess chain. 
AMERICAN CHAIN CO., Inc. 

Bridgeport, Conn. 


Makers of the Famous Weed Tire 
Chains. 
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INDEX TO ADVERTISERS 








THE 


ADVERTISERS 


No allowance will 


INDEX is published as . Fg esc mne and not as a part of the advertising contract. 
be made for errors or failure to insert. 


Every 


care will be taken to index eorrectly 
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American 
American 
American 
American 
American 
American 
American 
American 


CO ae 
Fork & Hoe Co...... 
Gas Machine Co...... 
| A Se 
Handle Co. 
a Sree eee 
Sheet & Tin Plate - 
Stainless Steel Co.. 

Steel & Wire Co..... 
Window Glass Co.... 


Ames-Baldwin-Wyoming 


Shovel 


Co. 
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Armstrong Bros. 
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— Hart & Hegeman Electric 


Atkins & 


a SS ae 


Maas Dee TO iE cee bcc ccses 


Babcock, W. 
Bassick Co. 


Bemis & 


W. 


fo? eee 





Bethlehem Steel Co............ 


Bicknell Lumber Co., 


Bismarck 





Hotel, New....... oa 


Bissell Carpet Sweeper Co..... 


Blaisdell 


Pencil 
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Bommer Spring Hinge Co...... 


Book-Cadillac Hotel 


Boston Varnish Co............ 
— Woven Hose & Rubber 


Brush-Nu Co. 


Buffalo 


Bunting System 
Burnley Battery & Mfg 


Co. 


Burroughs Adding ecMine’ Co. 


Canvas Products Co 
Carborundum Co. 
Carey Co., 
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Clemson Bros. . 


Cleveland 


Cleveland Wire Spring Co 
Clover Mfg. Co 
Columbia Phonograph Co.. 
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Hardware Co 


i akin oo:4 
Quarries Co......... 


Inc. 


Columbian Enameling & Stamp- 


ing Co. 
Columbian 
Consolidated Merchants 
Inc. 
Continental 


cate, 


Rope Co 


Screen Co 


Copper & Brass Research Asso- 


ciation 


Corbin Screw Corp. 
Corning Glass Works 
Crescent Tool Co 


Cyclone 


Loe A 
Dazey Churn & Mfg. Co. 

Delco Appliance Corp.......... 
Diamond “% ’ pean Co. 


Dietz Co., 


Disston & rahe NN er 
ixon Crucible Co., Joseph.. 
Domes of Silence.............: 
ee ee ee 
Duluth Show Case Co......... 
Durable Toy & Novelty Co..... 


Du Pont 
Tnc., 


De Nemours & Co., 
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Edison Lamp Works........... 
Edlund Co. 
RR?” Sees Oe 
Electric Sprayit Co.... 
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Fate-Root-Heath Co. .......... 
Federal Enameling & Stamping 
enue bee Ge........... 
Se OM wis nce csveseses 
Forsberg Mfg. 


G 


General Electric Co., Nela Park 
Gillette Safety Razor Co....... 
Gilbert & Bennett Mfg. Co..... 
9 Medal Folding Furniture 


SN aes ksh pas, 40:0 
Goodrich, B. F.. Rubber Co:... 
Goodyear Tire & Rubber Co.... 
Gray 2 Dailey Go... 6 ic i080 
a ery re 
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Hammond Paint & Chemical Co. — 


Harrington-Richardson Arms Co. 
Heller & Co.. W 
Hillerich & 
Hoeft & Co., 


OS A Sars - 


Hoppe, Inc., Frank A......... 
Horton Mfg. 
Hotel Gibson 


Humphryes Mfg. Co. 


Hutchison Engineering Co...... - 
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Tndependent Lock Co.......... - 


Indiana Steel & Wire Co...... 
Trwin Auger Bit Co........... 
Tves Co., ee 

Tves Corporation 


J 


Johnson’s Arms & Cycle Works, 

Iver 
Johnson Mfg. Co., Nestor...... 
Jastrite Mie. Ce. ..5 ccc cccccce 


Kelly Axe & Tool Works of the 

American Fork & Hoe Co.... 
Kester Solder Co......+..++-+s 
Kevstone Steel & 
Kimball Bros. Co........-.- 53, 
Kingston Products Co.......... 
Klein & Sons, 
Knape & Vogt Mfg. Co........- 
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Landers, Frary & Clark.. 


Libbey-Owens-Ford Glass Works 


Lionel 
Lufkin 


Corp. 
a Serene 


McKinney Mfg. Co....... 
McLaughlin Gormley King 
Marshalltown Trowel Co.. 
Master Lock Co.......... 
Maydole Tool Corp., 
Metal Sponge Sales Corp. 
Miller, Inc., _ Robert ei at 


Mir saad Wa; ax Co. 


Montague ped, & Reel Co...... 


Moore Push 
Myers & Bro. 


at Seer 
Co., F. 
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National Carbon Co...... 


Ae 


David..... 


— Enameling & Stamping 


National Teed Cee céncce 
National Mfg. Co........ 
Nelson Mfg. Co., 
Nichols, David 
Nicholson File 
Nineteen Hundred Corp... 
Norge Corp. 


Northwestern Barb Wire Co.... 


O’Cedar Corp. 


Ontario Knife Co.........- 


Osborn Mfg. Co......... 


P 


Page Steel & Wire Co.... 
Patent Novelty Co........ 
Peck, Stow & Wilcox..... 


Penn Tack Co.......:00- 


Pennsylvania Lawn Mower Wks. 


Perfection Stove Co. 
Peters Cartridge Co. 
Pike Mfg. Co 
a Plate Glass Co. 

(Paint & Varnish Div.) 


Pittsburgh Plate Glass Co. (Ren- 


nous Kleinle Div.) 
Pittsburgh Steel 
Plymouth Cordage Co..... 
Progressive Mfg. Co...... 


OE Se a eee 
Remington Arms Co., 


Republic Steel Corp. (Upson Nut 


ee Bee rere ee eu 
Reynolds Wire Co........ 
Richards-Wilcox Mfg. Co. 
Robertshaw Thermostat Co 
Ruby Chemical Co....... 
Rugg Mfg. Co........--. 


Mfg. Co 
Russell, Burdsall & Ward Bolt & 


ut Co. 


a ae 
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Samson Cordage Works. 
Sands Level & Tool 


Schatz Mfg. 
Schrade 
Scovill Mfg. 
Shapleigh Hardware Co.... 


Sheffield Bronze Powder & Sten- 


cil Co. 


Signal 


Skelton Shovel Works of 


Stanley Works 


Star Heel Plate Co. .....20s.. 


Stewart Iron Works Co., I 
Stewart-Warner Corp. 
Summerheat Corp. 


T 


Tarzan Products Co.......... 
ey Te TUN oc 5660005 000: 
Tubular Rivet & Stud Co..... 
Tucker Duck & Rubber Co..... 
MOBS 5 ski ses 


Turner Brass 


U 


Unien Hardware Co.......... 
U. S&S Cartetee Gai. cos sve 
U. Si Séamplte Gos ic ccc. ccs. 


Valspar Corp. 


VaugMan dc Mfg. Co.... 
Vichek Tool Co..........+--- 
Vogue Craft Studios.......... 


Vollrath Co. 
Voss Bros. 


w 


Warren Mfg. Co., J. D......- 
Western Cartridge Co........ 
Westinghouse Electric & Mfg. Co. 
Lamp Co....... 


Westinghouse 
Wickwire Bros. 
Wickwire Spencer Steel Corp.. 


Winchester os Arms Co. 
“Re Selena 
Wooster Brush Co............ 
Worthington Co., George...... 
Wright Steel & Wire Co., G. F. 


Witt Cornice 


Y 


Yale & Towne Mfg. 


= ayer eee ’ 

Sandvik Saw & Tool Corp.... 

Savage i? 

Schalk Chemical Co........... 

Cutlery cS eae 
Co 


Betton Week Ges. s tosses se 
Sherman Mfg. Co., H. B..... 
Electric Mfg. Co...... 
Se oe ara eee 
Simmons Hardware Co........ 
the 

American Fork & Hoe Co... 
Slaymaker Lock Co........... 
ee ie OS See ee 


Swartzbaugh Mfg. Co......... 


Mhisileyi 
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CLASSIFIED OPPORTUNITIES 


Samples of merchandise, literature, catalogs, etc., requiring more than ordinary reforwarding postage should not be addressed to box numbers. 





HELP WANTED 


} 


BUSINESS OPPORTUNITIES 


| 


POSITIONS WANTED 





EXPERIENCED HARDWARE MEN located 
within the Metropolitan district of New York 
City will find it to their advantage to register 
with this bureau for positions. We are called 
upon from time to time to fill vacancies in the 
hardware industry and we need clean cut and 
thoroughly experienced young men. No registra- 
tion fee required. 

ASSOCIATED PLACEMENT BUREAU 

: ; 152 West 42nd Street 

Wisconsin 7-1802 New York City 


SALESMAN WANTED—We have an opening 
for an experienced wholesale hardware salesman 
to represent us in the territory embraced by 
Greene, Columbia, Dutchess and Ulster counties, 
New York. A dealer following in the territory 
described is desirable. Address Underhill Clinch 
& Company, 84 White Street, New York, N. Y. 








WANTED—A young man with experience in 
Guns, Fishing Tackle and General Sporting 
Goods. A wonderful opening for one with sell- 
ing ability and who is looking to the future. 

tion Massachusetts. Wages to start with 
$22.50 per week. Address Box J-864, care of 
Harpware AGE, New York City. 


ACTIVE SALESMAN WANTED with es- 
tablished {following among Hardware and Paint 
Stores to handle the famous Tom Thumb 10c 
and 25c line of Paints and Enamels. Address 
TOM THUMB LABORATORIES, 72 Warren 
St., New York City. 


SALES REPRESENTATIVES 
WANTED 


_ ESTABLISHED representatives for all sec- 
tions. Our proposition is unusually attractive. 
Business closed instantaneously wherever pre- 
sented. Men we want must have entree with 
Syndicate and Department Stores, Hardware 
jobbers and retailers. Protected territory. 
State territory you are now covering, qualifica- 
tions and references. Address Box J-875, care 
of Harpware AGE, New York City. 














MANUFACTURER of well-known line of 
sprayers desires connection with sales representa- 


tive having an established jobbing and dealer 


acquaintance. Will give exclusive territory and 
liberal commission. State territory covered and 
references. Address Box J-871, care of Harp- 


WARE AGE, New York City. 





SALESMAN, live wire, covering New Eng- 
land Jobbers and related outlets, to sell line of 
popular price quality cutlery. Straight commis- 
sion basis with full credit for repeat orders. 
No objection to carrying one or two non-con- 


cag A st ors operon and present 
connection. ress A CUTL : 
PANY, Utica, N. Y. ariel 





SALESMEN WANTED—To sell Malleable, 
Cast Iron_and Drainage Fittings. Pipe Nipples. 
Pipe Couplings, Unions, and Brass Goods at 
7%4% commission on direct and repeating orders. 
Write for full details. Address CINCINNATI 
NIPPLE — CO., 1557-69 Gest Street, 

io. 


Cincinnati, 





BUSINESS OPPORTUNITIES 





FOR SALE. A modern up-to-date Hardware 
Store in county seat town of 6 or 7 thousand 
population in south central part of Ohio. Fine 
location. Sales room 50’ x 100’ with basement 
under same. Have heen in continuous business 
for over 60 years. Sickness, age and to settle 


estate is the reason for selling. A snlendid 
opportunity for the right party. Can give the 
best of reference from any of the hard- 


ware dealers. Merchandise and fixtures will 





invoice around $23,000.00. Will sell at a 
sacrifice anyone interested. Address P.O. Box 
508, Logan, Ohio. 

FOR SALE—Hardware store dealing in 
Hardware, Housefurnishing, Seeds, Paints, Oil 


and Glass and Sporting Goods, 26 miles from 
New York; town of 5,000—only hardware store 
in town. Price $12,000. No meddlers need to 
apply. Corner Store. Building owned by pro- 
prietor. Will rent or sell building. Two-story 
apartment over store. Address Box J-873, care 
of HarpwAre Ace, New York City. 


1932 


AUGUST 4, 





FOR SALE—Old established hardware busi- 
ness, jobbing and retail. Middle-Western city 
of mullion population. Splendidly located. 
Owner yery old wants to retire. Great bargain 
to right parties. Investment required, $40,000. 
Address Box J-852, care of HARDWARE AGE, 
New York City. 








Do You Employ 
Girls for Clerical or 
Stenographic Work? 


Are you bothered with high turnover? 
Is the quality of work indifferent and 
the output below what you think it 
should be? 


If so, would you be interested in the 
services of a woman with a positive 
genius for handling girls? 


Her inspirational personality and 
unique methods have been highly 
effective in maintaining a remarkable 
esprit de corps; in bringing out the 
best in each individual; have inspired 
them to voluntarily attend on their 
own time, meetings and study groups 
for self improvement which she has 
conducted. 


Her methods have been so successful 
that her department frequently has 
been the object of comment by out- 
side organizations, verbally and_ in 
get. as a model of its kind. Per- 
aps most important, however, is the 
fact that the costs of her department 
are far lower than most and the equal 
of any doing similar work, with which 
we have been able to make a com- 
parison. 


She has been with her present em- 
ployers (who are publishing this ad- 
vertisement in her behalf) 15 years and 
is leaving with mutual regret only be- 
cause our staff is so reduced that 
there is no longer the opportunity to 
continue in the sort of position for 
which she is best fitted. 


She would be a valuable asset to any 
organization employing a number of 
young girls and has our highest recom- 
mendation. 


ADDRESS BOX J-869 











| 


EXPERIENCED HARDWARE MEN with 
many years of training in the hardware 1adustry 
are continuously filing appiications .n this bureau 
for positions. None but thoroughly experienced 
and well trained men are permitted to register 
with us. It you are in need of clean cut, weil 
trained individuals in any part of the metropoli- 
tan district New York, just phone this oftice 
and you shall receive prompt attention. The 
basis of compensation is at your discretion but 


| strictly commission jobs are not acceptable. 


‘large following, 


ASSOCIATED PLACEMENT BUREAU 
152 West 42nd Street : 
Wisconsin 7-1802 New York City 





SALESMAN desires position selling to Illinois 
retail hardware and department store trade. 
Cover state thoroughly except Chicago, making 
all towns large and small. Have sold this trade 
for years, am well established and have the 
dealers confidence. Am reliable and have a 
reputation of being an able salesman. Address 
Box J-848, care of Harpware Ace, New York 
City. 


SOME HARDWARE FIRM needs a young 
man used to general sales and contract building 
trade. I want to eventually buy in the business 
as partner or owner, so am not just a job 
seeker. Address Box J-867, care of HARDWARE 
AcE, New York City. 








age 36, 14 years’ experience, 
wants to connect with manu- 
facturer selling to hardware and housefurnishing 
trade in Metropolitan District. Address Box 
J-878, care of HARDWARE AGE, New York City. 


SALESMAN, 





HARDWARE man _ with twelve 
Capable of taking full charge 
Can furnish first class refer- 
Address Box H-106, 
1319 Park Building, 


RETAIL 
years’ experience. 
and handling men. 
ences. Will go anywhere. 
care of HarpWaRE AGE 
Pittsburgh, Pa. 





BUILDERS HARDWARE contract salesman 
and buyer desires to change his position. Is 
thirty years old, married. Can supply excellent 
references. Can specify, figure and sell, profit- 
ably, hardware for any type of building. Has 
had entire charge of a very profitable department 
carrying high grade lines, both contract and 
jobbing, buying and selling. Also has manu- 
facturing experience. Will be interested in 
traveling, or managing a department, and would 
also like to consider a position in Panama, or 
one of the South American Countries. Address 
Box J-874, care of HArpware AcE, New York 
City. 

LIVE JOBBERS centrally located traveling 
three men in Illinois, Wisconsin, Michigan and 
Indiana. Are looking for good hardware items 








SALES ACCOUNTS WANTED 


SPECIALTY SALESMAN. I want one or 
more articles for distribution to the hardware 
and plumbing supply trades, specialty stores 
etc., in New Jersey, Eastern Pennsylvania and 
New York State. Will carry stock if necessary 
and give active promotion to new products. Ex- 
cellent connections. Address Box J-876, care of 
Harpware AGE, ‘New York City. 


WELL-KNOWN _ sales. organization’ with 
warehouse facilities, can handle to advantage an 
additional major line. Contact—hardware, mill 
supply and kindred trades in New York, New 
Jersey and New England States. We finance all 
transactions, making monthly settlement with 
manufacturer. Address Box J-872, care of 
Tlarpware Ace, New York City. 











WOULD like to add one or more reputable 
lines on a commission basis. territory covered. 
Metropolitan District (Radius of 100 miles) 
from New ork ity. Can carry stock. if 
necessary. Address Box J-828, care of ITarn- 
ware AGE, New York City. 








EXPERIENCED SPECIALTY SALESMAN, 
35 years old, desires several specialties for sale 
to the hardware trade and department stores of 
New England. Address MR. E. J. NORTON, 
21 Washington Ave., Needham, Mass. 


WOULD like to add one or more reputable 
lines on a commission basis. Territory covered 
—Western New York. Address Box J-877, care 
of Harpware Ace, New York City. 








_or any other territory. 





ee ae ©. F.C. on consignment basis. Have office and ware- 
house facilities. _ Address Box J-879, care of 

Harpware AGrE, New York City. 
EXPERIENCED hardware man who is also 


experienced in builders’ hardware desires posi- 
tion on road with jobber handling paint. builders’ 
hardware and general hardware. Sober, indus- 
trious, honest and a hustler. Jobbers or manu- 
facturers needing a man of this type, get in 


touch with me at once. Not choicy as to terri- 
tory. Address Box J-880, care of HARDWARE 


Ace, New York City. 

POSITION WANTED—tTraveling Salesman, 
well acquainted with hardware jobbers and large 
retailers throughout New England territory. cov- 
ering this section for leading Hardware Manu- 
facturers, now desires similar connection in this 
Would consider any op- 
portunity in hardware line with jobber or re- 
tailer who can use reliable and energetic married 
man. Best of references furnished and will go 
anywhere. Address Box J-854, care of Harp- 
ware, AcE, New York City. 

SALESMAN—Fifteen years sales and execu- 
tive experience. Well acquainted with whole- 
sale, retail and maufacturing trade in Westerrn 
Pennsylvania, Ohio and West Virginia. Head- 
quarters Pittsburgh. Seeks new connection in 
executive capacity, any location. or will represent 
established manufacturer in Pittsburgh district. 
Address Box J-862, care of HARDWARE AGE, 
New York City. 


EXPERIENCED General Hardware Mill and 
Mine Supply Man desires connection as Buver 
with Jobber or large retailer or as Traveling 
representative manufacturer. Well known among 
Southern Jobbers and T can get results. Address 
pt J-868, care of Harpware Ace, New York 

ity. 
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Sportsmen want HOPPE’S No. 9 to clean their guns 


High powered rifles, shotguns and revolvers rust quickly. Unless 
thoroughly cleaned after a day’s shooting, their accuracy is de- 
stroyed. HOPPE’S No. 9 removes leading, metal fouling and 
powder residue, and PREVENTS RUST. Every gun owner will 
buy a 2-ounce bottle. 

For the moving parts of firearms, nothing equals 


HOPPE’S LUBRICATING OIL 


High viscosity, very penetrating, and won’t gum. Ideal for fish- 
ing reels, clocks and every household purpose. In 1 and 3 ounce 
cans. 
Hardware Dealers who display our small Counter Cartons 
make continuous sales. Write for a supply of our 16-page 
Gun Cleaning Guides to give to your customers. 


FRANK A. HOPPE, INc. 


2314-H N. 8th Street Philadelphia, Pa. 

















DIAMALLOY 








One-Third The new Diamalloy Featherweight Adjustable 
a — Wrench is twice as strong yet a third thinner 
Moe’s Big Boy Feeder Poultry Leg Bands than the standard pattern. Made of newly 
| . 
—_ ‘8 ——— gg aye Le line of Poultry Equipment. Sold | — GER ce ded takes Codie Su ce 
wherever poultry is rai and nothing better made. LIGHTER stands severest strains without damage. Write 
Write for 72-page Catalog and Prices. for information. 


HOEFT & COMPANY Dismond Calk Horseshoe <r 


ee ee ee ee ee i 4622 Grand Ave, Duluth, Minn, 
Sell COLUMBIAN — a Sheff icf r 
ao = : : 

























the Most Modern 
= Sensational New Wax That 
Eliminates Work and Drudgery 


No-Rub Wax 


No Rubbing 
No Polishing 
Special Big-Profit Deal backed by 
Sensational Display Material. Don’t 


Delay! Phone or write your Jobber 
TODAY. 





CAluabiien does not keep up with the times — 
it keeps always ahead of them. Every modern 
improvement will be found, perfected in 
Columbian Tape-Marked Rope. 
Sell your customers Columbian — the greatest | 
value giving rope on the market. Send fora 
copy of our folder, “What Waterproofing 
Really Means.” 
COLUMBIAN ROPE COMPANY Z 

~~ The Sheffield Bronze Powder & Stencil Co. 


Auburn “The Cordage City”’ N. Y. eet ‘ 
ies ts 5817 Kinsman Road, Cleveland, Ohio 
BRANCHES — NEW YORK CHICAGO BOSTON NEW ORLEANS ee Bs: La ery Th AS As ee. 














DOMES of me 


Best sellers because 
Nationally Adver- 
tised. Most practi- 






EETS every garden hose need. 7 stand- 
ard nationally known brands of plied 


and moulded hose. Each 












cal — They save yee 
furniture, carpets brand a leader in its own 
and floors. price field. A complete 


line that gives you a hose 
for every purpose at a 
price for every purse. 





Ask Your Jobber 









We make all grades of Sliding Casters, 
Nail Slides, Felt Slides, Radio Felt 
Feet, Insulated Slides, ete. 














BOSTON WOVEN HOSE & RUBBER (0. 


Cambridge, Mass. 


Domes of Silence, Inc.,  5/°eRt Oy 
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@ The eyes of the nation are on the 
farmer... Leading economists say the 
farmer will be among the first to feel the 


RISING improvement in economic conditions. 


Rising prices of farm products mean re- 
F ‘ARM PRICES newed activity on the farm with the at- 
tendant demand for better fences... Di- 

é versification is necessary for profitable 

laqksy-bal opde' abate; farming and good fences are necessary 

for diversification. Pittsburgh Farm and 
Poultry Fences represent a profit oppor- 

fence sales tunity for dealers in every community 

serving farmers, truck gardeners, poultry 

and stock raisers. Now is the time to 
take advantage of improving conditions 
on the farm by stocking a complete line 
of Pittsburgh fence, nails and wire. 


PITTSBURGH STEEL CO. 


New York Pittsburgh, Pa. Chicago 
Memphis Dallas San Francisco Detroit Syracuse 





ve 





» 





¢ 2 
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AUGUST 4, 1932 











ESTABLISHED 1843 


TRADE MARK IN THE U.S 
REGISTERED PAT. OFFICE 


Hianw0n0 


(REGISTERED 


ingle Barrel Shot Guns 








Automatio | : —y Hammer 
Ejector 




















Wide extractor head makes extraction an@ ejection 


of shell positive. ‘ Xe . s Adapted m 
MADE IN THE NSCS \ NITRO POWDERS 


UNITED STATES 








Proof Tested 
With 


Normal 








Extra Wtde Trap Style Fore-end gives firm hand grip atding tn aiming and 
taking up recoil. Also protects hand from heat of barrel. 





This dlustration branded 
in opposite side of frame. 
Something attractive. 








“It fits the hand.” : : - _ 
Half pistol grip and “ Hard Rubber Flertble 
rear position of trigger —_ Butt Plate 
gtves compact grip for 
boys or men, Top snap 
does not strike hand. 





Notched head and matted receiver 
lines up gun quickly and accurately 








Have Many | is New Features 


Improved Ideas > W orthy of 
Barrel and Lug : . 
of Construction iain tinal Your Attention 


The lug and the barrel are one ptece forged from a solid bar of steel ; thts 
oe results in a barrel of the greatest strength. The fore-end lug ts brazed 
to the barrel instead of betng riveted or set énto dovetats slots as ts usual 
in thts type of gun. Tenston forearm snap prevents forearm from shoot- 
4ng loose by exerting pressure agatnst hinge jotnt. 


12, 16, 20 and .410 Gauge 





























Shapleigh National Series No. 1729 
HARDWARE AGE 








